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DISTRIBUTIVE EDUCATION fills gap in jobber trainin __ 


A McGRAW-HILL PUBLICATION 
THIRTY-FIVE CENTS 











\ and how much does it (OS 


“Cus comprehensive pocket size catalog and price list is designed 


to provide all the buying data you need about more than 250 Erie 
products. We’re proud of our quality control and straight line pro- 
duction that puts highest quality equipment in your hands at com- 
petitive prices. Send for this little book with the big values. Ask 
for Bulletin 1434. 


All dispensers available with computing or 
non-computing register, with 1/3 or 3/4 hp. 
motors, with regular or heavy-duty pumping 
units and without pumping unit and motor for 
remote control use. 


Model 748-20 Model 44 Pylonlite for Model 248-10 Model 748 Model 771 


any ERIE dispenser 
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ginst TO MOTORIZE GASOLINE PUMPS 


suy the BEST 


FIRST WITH M-P SYSTEMS 





Printed in U.S.A 





The man who is never at his desk 


The girl who answers the phone for one of Ethyl’s automotive engineers must 
have a pretty frustrating job. 

These men are almost never at their desk. 

You see, helping bus, truck, and taxi-fleet owners get more efficient operation 
is not something you can do very well from an office swivel chair. So Ethyl auto- 
motive engineers spend the bulk of their time out in the field working closely 
with oil-company sales and technical people in their contacts with the servic 
managers of fleets. 

This offers two important benefits to refiners. Ethyl customers get quick and 
direct cooperation. At the same time, knowledge gained from direct contact with 


Continued on next page) 








The man who is never at his desk 
(Continued from preceding page) 


the field enables our laboratory people to keep research directed in the most 
productive channels. 

Our “‘get out in the field” operation is by no means confined to our auto- 
motive men in the field. Engineers from Ethyl’s Research Laboratories are con- 
stantly at work with farm-tractor people, passenger-car builders, and airplane- 
engine manufacturers on developments that in the long run may prove impor- 
tant to gasoline refiners and distributors. 

These hours our men spend away from their desks are the most valuable hours. 
They provide the first-hand knowledge and experience that enable us to give 
refiners the most effective assistance. 


We feel—and we think you’ll agree with us—that reliable technical service is 
an important ingredient in Ethyl antiknock service. 


ETHYL CORPORATION 


NEW YORK 17, NEW YORK 


The largest sodium manufacturing fa- 
cility in the world is part of the huge 
* 4 Recs compound plant at 31 years ago this month, the first 
— sale of “Ethyl” gasoline was made 
in Dayton, Ohio. Ever since, Ethy] 
has continuously worked to expand 
the market for top-quality gasoline. 


The “all weather” room at Ethyl’s Detroit 
Research Laboratories can duplicate near- 
ly any temperature, humidity and wind 
condition encountered in car operation. 


Ethyl service is backed by 31 years of antiknock experience 
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New Chevrolet Trucks for ’54 


Loaded with brand-new advantages you need and want! 


You'll get more work done in less time and at 
lower cost with new 54 Chevrolet trucks on the 
job. They bring you more new features . . . more 
ge advantages than any other truck on the 
road, 


and unloading. New truck Hydra-Matic trans- 
mission* lets you drive all day without shifting. 
It’s offered not only on 44- and %-ton Chevrolet 
trucks, but on 1-ton models, too. New Comfort- 
master cab with one-piece curved windshield and 
amazing new Ride Control Seat* offers the last 
word in comfort, convenience and safety. 


Plan now to see your Chevrolet dealer and get 


For example, you get new engine power in all 
models. The advanced “Thriftmaster 235” engine 
combines bigger displacement and higher com- 


pression with other new features to give you 

greater power and finer performance. The rugged 

“Loadmaster 235” engine offers increased strength 
& g 


all the facts about the new Chevrolet trucks for 
*54. ... Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


and stamina for heavier trucking operations. The 
all-new “Jobmaster 261” engine*™ brings you extra 
reserves of high-compression power for hauling 
big loads on schedule. 

In addition, you enjoy new and even greater 
Operating economy. All three 1954 Chevrolet 
truck engines bring you the full benefit of thrifty 
high-compression power. 

And there are many, many more new things 
you'll like about these great new Chevrolet trucks. 
New, roomier pickup and stake bodies let you 
haul more . . . save you time and extra trips. And 
they’re set lower to the ground for easier loading 


— 
J CH EYROLET V/ 


ADVANCE-DESIGN TRUCKS 








THREE GREAT ENGINES—The new “Jobmaster 261” engine* for extra heavy hauling. The “Thrift- 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
HYDRA-MATIC TRANSMISSION * —offered on '4-, 44- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH —improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT* eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—zgive increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD —for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING —easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 


*Optional at extra cost. Ride Control Seat is available on all cab models, “ Jobmaster 261” 
engine on 2-ton models; truck Hydra-Matic transmission on 2-, ¥%4- and 1-ton models, 


MORE CHEVROLET TRUCKS IN USE THAN ANY OTHER MAKE! 


CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 
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Steam rack where 24 tank cars can be cleaned at one time 


GATX tank cars are never more than a few hours away from "home base." 


More than 30 General American repair shops give the 47,000 GATX tank cars their periodic 
steam—cleaning, lubrication, maintenance and inspection. Specialized equipment and 


parts inventories used in building more than 200 types of tank cars are also available 
for the repair and maintenance of the GATX fleet. 


General American's experience gained in designing, building and operating railroad car 
g g p gz 


fleets and shops for over 50 years gives shippers more dependable service for transport= 
ing liquids in bulk and greater flexibility of car types. 


Car repair shops throughout GENERAL AMERICAN TRANSPORTATION CORPORATION 


the U.S.A. 135 South La Salle Street, Chicago 90, Illinois 
Offices in principal cities 
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Behind Our Headlines 


NPN’s editorial cook pot is boiling 
away on the front burner and out of it 
we'll soon be spooning more generous 
helpings of the kind of material that 
makes NPN a dietary-must for pro- 
gressive oil marketers. 


We'll not only dish up that series on 
jobber estate plannings that we've 
been telling you about, but also these 
other appetizing pieces, among others: 


—A special report on the invasion 
of automatic heat markets by the fast- 
growing natural gas industry—and 
how oil heat men are striking back. 
This one will give details on the extent 
of gas growth and the goals gas men 
are shooting for; also point up the 
need for more action by the oil heat 
industry. 


—How a major oil company de- 
centralized its marketing department, 
giving field men more authority to 
make quick decisions and more im- 
portant decisions than in the past. Our 
story will explain how the job was 
done and the thinking behind it. 


—Fire protection at bulk storage 
plants, pointing up the need for ade- 
quate protection and describing the 
equipment used. 


—A Canadian marketer’s “new 
look” for its service stations, aimed at 
making them “showcases” for prod- 
ucts and services. 


—How the larger oil companies co- 
ordinate packaging practices, through 
packaging committees, to serve the 
varying needs of their various depart- 
ments. 


All these—and more, too—in up- 
coming issues of NPN. 


—Herbert A. Yocom 
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ASIATIC PETROLEUM 4 SHELL 


guards every drum with 


CLOSURES 


Sheu X-100 Motor Oil and many other brands of lubricants, in 
hundreds of different grades, are shipped by the Asiatic 
Petroleum Corporation to ports all over the free world—and it is 
essential that the perfect uniformity of each product be preserved 
overseas, whether it is shipped to the tropics, to arctic regions 

or through several climatic changes. 


Asiatic Petroleum Corporation solves the problem by equipping 
every drum with Tri-Sure* Closures. The Tri-Sure Seal, Plug and 
Flange maintain their leak-proof feature— prevent losses from 
contamination and evaporation—even when subjected to the severest 
temperature changes. 


Whether you are a large or small user of drums, it will pay you— * The“Tri-Sure” Trademark isa mark 
in the prevention of losses and saving of gallonage in every shipment— _°! reliability backed by over 30 years 

. _ serving industry. It tells your cus- 
to use Tri-Sure Closures. When you purchase drums, always specify tomers that genuine Tri-Sure Flanges 
*"Tri-Sure Closures’”’ on the order. (inserted with genuine Tri-Sure dies), 


Plugs and Seals have been used. 
AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 


Jobber Station Boost—Skelly Oil Co. is “very happy” 
at the way its program to aid jobbers in financing service 
station expansion is working out. Designed to help job- 
bers get financing from the outside without losing their 
independence, the program has been in effect since Sept. 
1. Station construction during the last four months of 
1953 exceeded Skelly’s expectations. The company has set 
1954 goals for the number of new stations to be built 
and the amount of money to be spent by jobbers in the 
financing program. Skelly says it is already well on the 
road to achieving the 1954 quota, and may exceed it. 
Skelly jobbers report they also are highly pleased with 
the program. 


Co-op Status Quo—There will be no change in the tax 
status of oil co-operatives this session of Congress. A recent 
attempt by Representative Mason (R., Ill.) to impose a cor- 
porate income tax rate on all co-op earnings not distributed 
in cash reportedly was defeated in the House Ways and 
Means Committee, 13 to 10. It was not a party-line vote. 
Committee Chairman Reed (R., N. Y.) is said to have led 
the opposition to Mr. Mason’s motion. So it is now unlikely 
that any real effort will be made on the floor of either house 
to modify co-op taxes. 


Milk at Stations—A major oil company sales division is 
testing the value of milk dispensing machines at service 
stations. The company is interested because the machines 
reportedly have been installed at several hundred Midwest 
stations (of various suppliers) and are proving attractive to 
motorists. This is especially true in areas where there are 
few markets, or where shops are closed evenings and on 
Sunday. The coin-operated machines dispense milk in quart 
cartons. 


Trucking Crisis—The trucking industry is squaring off 
for a united stand against ton-mile taxes. Truckers say 
such taxes are bringing on a “fast deteriorating” situation 
involving interstate reciprocity. The fight is being brought 
to a head by the refusal of Ohio to back down from its 
recently-imposed axle-mile tax. American Trucking Assns. 
has established a special emergency committee to weigh 
the problem at a Chicago session March 8-10. This meet- 
ing will be followed immediately by a special session of 
the association’s executive committee. 


TBA vs. Motor Oil—Some oil marketing men are taking 
a close look at the relationship between TBA-to-gasoline 
ratios and motor oil-to-gasoline ratios. One view is that oil 
ratios almost always decline when TBA sales are stressed 
at stations, because oil merchandising is thereby neglected. 
However, another group maintains the opposite is true— 
that oil ratios rise along with TBA ratios. The marketers 
want to pin down the facts as a guide to sales policies. 
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Fuel Oil Campaign—lIllinois Petroleum Marketers Assn. 
will unveil a new oil heat advertising and sales promotion 
campaign at the group’s Chicago convention March 16-17. 
The program is designed to combat the inroads of natural 
gas (although it does not mention gas by name). Before the 
convention, each member will be mailed an advertising- 
promotion kit. Fuel oil distributors may use the material 
for personal campaigns, or marketers in an area may pool 
their resources for a full-scale advertising drive. Details of 
the campaign will be explained at the convention by Harold 
Mottran, Milwaukee advertising man who also is secretary 
of Wisconsin Oil Heat Assn. 


Turnpike Stations Set—The new Ohio Turnpike will 
have eight twin service station areas, instead of the 16 twin 
sites Originally proposed by consulting engineers. This deci- 
sion by the Ohio Turnpike Commission will be followed in 
the next few weeks by a ruling on how station awards will 
be made to oil companies. The commission has four extra 
service area sites planned for future use if needed. The 
commission also is studying two service areas for trucks 
only (the eight regular service areas will have separate 
washrooms and lunch counters for truckers, but no special 
truck servicing equipment). 


Cutting Product Loss—Standard of Ohio hopes to have 
ready by May or June a report on how its “Microballoon” 
process for cutting crude evaporation loss can be applied 
to oil products. Results from the laboratory so far appear 
favorable, but there are still problems to be overcome. In 
the “Microballoon” method, a layer of tiny, hollow phe- 
nolic resin balls (with a sealed-in gas) is spread over the 
surface of oil in a tank. The layer cuts evaporation loss 
from cone-roof crude tanks by 80%-90%. 


Lube Ratio Boost—A major company sales division will 
soon start a cash bonus incentive plan for motor oil sales 
at stations. The quotas that station men must meet will 
not be raised as oil sales increase. The division thinks an 
incentive plan is the only method for boosting motor oil 
ratios and keeping them up. 


Display-Less Islands—A large oil marketer is seriously 
thinking of eliminating all motor oil, tire and other displays 
at station pump islands. Displays are already at a minimum 
at the company’s outlets. Reasons for possibly doing away 
with them entirely are listed by the company as these: 
1. The motorist 90% of the time enters a station to buy 
gasoline only. 2. The chances are good he won’t buy motor 
oil and TBA merely because they are displayed (unless 
there is strong price appeal). 3. The sale of such items re- 
sults from merchandising effort, not outside display. 4. 
Island displays must be carried out in the morning and back 
at night, wasting the dealer’s time. 


For more Ahead of the News > 
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Rotary Truck Lift 
____ handles them all 











® Today a truck lift is a “must” for stations that want 
to make good money servicing trucks, buses and tractors. 
There’s no better buy for this purpose than a Rotary 
Truck Lift—Model T-210. It will handle practically any 
truck or bus, as well as passenger cars and even Jeeps. 
ROTARY FEATURES! 

Rotary’s Airdraulic Jack with Automatic Air Bleeder 
eliminates air pockets, jerky action and leaking oil. No 
external tank. Flodraulic Jacks (full hydraulic) can be 
supplied where desired. 

Special Pivot Heads stay parallel with beams, so axle 


supports clear the heads in any position—no damage 
to undertruck parts. 


Lift-All Front Support hasn’t been changed in ten years 


because it has been so satisfactory and foolproof. 


18,000 Ib. capacity—5 in. H-beam, 28 in. overall 
width, 20 ft. length. 
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AHEAD OF THE NEWS 





Safety Starts at Stations—Some oil men concerned 
over traffic deaths are giving serious study to a nationwide 
program for building up the service station as a key to high- 
way safety. They would publicize the fact that a dealer can 
prevent an accident when he persuades a motorist to re- 
place a badly worn tire, or calls attention to a leaking brake 
fluid cylinder. They would encourage dealers to “sell 
safety” in selling TBA, and be alert in lube servicing to 
spot mechanical conditions that could mean accidents. The 
oil men also think the industry has only scratched the sur- 
face with “safe driving” messages in advertising. They 
believe the plan would be good for the dealer, too. 


* 
Jobber Financing—A major oil company in the Mid- 
west is working on a new program to help its jobbers 
finance service station construction. Although final details 
have not been worked out, present thinking is that the 
company would endorse the jobber’s note and then turn 
it over to a financing agency for the actual loan. The 
supplier’s endorsement, guaranteeing payment if the job- 
ber defaults, would make it much easier for the jobber 
to get a loan. 

se 
Stronger Dealer Ties—A large oil company is giving 
serious thought to extending to station dealers (and their 
employes) some of the benefits now limited to the com- 
pany’s directly employed personnel. The company thinks 
lessees now feel they are not part of the “family.” It wants 
to build a closer personal relationship with them. 


e 

Australian Station War—Still hotter competition in 
Australian station marketing is expected with the introduc- 
tion this year of more tetraethyl lead in gasoline. This re- 
portedly would boost the present octane rating of 70-71 of 
70-72 to about 75-76, and would require a better base fuel. 
One roadblock is the question of what price increases would 
be allowed under the price control regulations of various 
Australian states. Big oil companies have been spending 
heavily for new stations, for additives in gasoline and other 
oil products, and for advertising. 


NPN Staff 


Reorganization Problem—*Watch for the human fac- 
tor in any company reorganization plan.” That's the col- 
lective advice from men directing reshuffling programs in 
several major company marketing departments. In some 
cases the reorganizing has been planned by management 
engineers (either from the company staff, or from outside 
firms). But whatever the method, those in charge say the 
reaction of the men involved in changes has caused real 
problems. One major company official guesses that this 
reaction is “a 50% factor.” His conclusions: “You can't 
devise a guaranteed, fool-proof reorganization.” 


Improved Motor Oil—Esso Standard will have its dealer 
stations supplied by the end of this month with an improved 
grade of Uniflow (5 W-20) motor oil, containing new addi- 
tives. Esso also is introducing a new 10 W-30 Uniflow oil 
to meet the year-round needs of all cars. Starting in March, 
the company’s advertising will promote the new oils. 


Price Sign Shift—Some gasoline dealers in New Jersey 
are changing their views on the price sign law they helped 
push through the state legislature. The law prohibits large 
gasoline price signs, which the dealers considered one of 
the big causes of price wars. But some of the dealers have 
since found it much harder to spot stations that have 
dropped the price. They often lose gallonage to a competi- 
tor before they discover his cut price. One result: At least 
three leaders of a New Jersey dealer group that fought for 
the price sign law have posted “large” signs in recent weeks. 


No Second Guessing—The government Renegotiation 
Board is drafting a recommendation that would grant “per- 
missible” exemption from contract renegotiation to all oil 
products bought by the government from foreign oil com- 
panies. At present, the government reviews contracts and 
asks for refunds if it thinks charges are too high. The only 
products with exemption as of now are aviation fuel and 
bunker fuel. 
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Let us measure you three ways for 


tainers, we treat you as if you were our only 
customer. We hand-tailor our containers, 


lithography and engineering to your par- 


CONTAINERS. Continental makes 
steel containers for bulk products, in 
standard styles including pails, drums, 
handi cans. We're always ready to dis- 
cuss special-purpose containers. 





_—_ 


Co 


Continental Can Building, 100 E. 42nd Street, New York 17, N. Y. 


EASTERN DIVISION 
100 E. 42nd St., New York 17 


CENTRAL DIVISION 
135 So. La Salle St., Chicago 3 


LITHOGRAPHY. Our artists are mas- 
ters at adapting your designs to look 
well on containers of varying sizes 
and shapes. Our platemakers and 
pressmen work with the most mod- 
ern equipment. 


PACIFIC DIVISION 
Russ Building, San Francisco 4 
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hand-tailored metal container service 


When you come to Continental for steel con- ticular needs. We do our level best to do 


things your way. If you’d like this kind of 
service, why not call in a Continental man 


ENGINEERING. As a Continental cus- 
tomer, you have available the services 
of experienced scientists and engineers 
to help solve your packing machine 
layout and maintenance problems. 








WASHINGTON 





‘Bureaucratic Bungling’ Delays Asphalt 


The General Services Administra- 
tion is doing a fast jig right now in an 
effort to buy some 30,000 tons of 
asphalt and get it on the way to French 
Indo-China. 

The asphalt should have been there 
long ago, most of it already laid down 
in the form of roads or air strips. 

The fact that it isn’t is a pretty good 
example of “bureaucratic bungling at 
its frustrating worst,” in the language 
of a bureaucrat who was involved. 
The rest of the bureaucrats agree on 
that but not on just why and how it 
happened. Here are the facts: 

Back last May, the Army told the 
Foreign Operations Administration it 
needed the asphalt but quick. FOA 
allocated nearly $2 million for the 
purchase and the Corps of Engineers 
was designated procurement agent. 

Bids were received on both a free- 
alongside-ship, U.S., basis and on a 
laid-down, Indo-China, price. Twice 
bids were thrown out. Now FOA has 
turned procurement over to GSA. The 
purchase is expected to be completed 
by the last week in February. 

Those are the facts. The story be- 
hind them varies. The military and 
some of the companies involved say 
that the trouble developed when a 
comparatively small concern protested 
the terms for the bidding. One of these 
was a requirement that, on an FAS 
bid, only 35% of the purchase price 
would be paid at the dock and the 
remaining 65% after delivery in Indo- 
China. Another was the fact that Mili- 
tary Sea Transport Service rates would 
apply. 

According to these sources, the 
smaller company went to the House 
Small Business Committee with its 
complaint and FOA, fearing a con- 
gressional probe, withdrew the funds. 
The committee acknowledges it inter- 
ceded but its version of its role is 
unclear. 

According to FOA, here’s what hap- 
pened: 

In the first place, the Army said the 
Engineers had the asphalt available 
already. It turned out otherwise. The 
first bid was tossed out because Engi- 
neers had neglected to specify that the 
purchase must be moved at least 50% 
in U.S. vessels, a legal requirement on 
FOA purchases. The second bid was 
no good because the Engineers’ own 
legal counsel said the fixing of the 
MSTS rate was illegal. 


FOA concedes the role of the 


smaller company and that it was ad- 
mittedly late in filing its bid under 
protest (the protest was made some 
five days before the bids were opened). 

Then, the military asked FOA for 
permission to seek negotiated bids. 

At this point, FOA decided the 
whole thing was so fouled-up it pulled 
back the money from the military and 
left it up to GSA to get the asphalt on 
a competitive bid basis. 

At any rate, the purchase is being 
made months late. 

The companies who worked hard 
to figure their bids are understandably 
exasperated and at least a couple of 
them who had submitted low bids are 
somewhat reluctant to do the whole 
thing over again. 


Only an Outside Chance 


Two developments last week may 
have ended for good any possibility 
that Congress would lean favorably to 
the idea of cutting the federal gasoline 
tax and perhaps give the states an 
opening to demand additional taxes 
for road development. 

First, Chairman McGregor (R., 
Ohio) of the House Public Works 
Committee sponsored a bill to de- 
vote virtually all of the federal gaso- 
line take to highway aid. This admit- 


tedly was a move to answer states’ | 


complaints that federal funds were be- 
ing diverted to non-road use. 

Then President Eisenhower himself 
spoke up for increased federal high- 
way aid and noted that, to accomplish 
this, it would be necessary to postpone 
the scheduled drop in the federal tax 
from 2¢ to 1.5¢ a gal. on April 1. 


Tax Reports in a Fog 


Incidentally, it will be at least sev- 
eral months before we can again make 
sense out of the monthly reports of 
the Internal Revenue Service on gaso- 
line tax collections. 

It used to be that the tax was paid 
monthly and a comparison with pre- 
vious periods was readily available. 
But last fall, the service switched to a 
quarterly payment plan, starting with 
the July-September period. So now the 
monthly reports represent only partial 
payment of quarterly taxes and can’t 
be matched up with a year ago. 

It’s expected the record books will 
start to straighten out this fall when 
the quarterly reports overlap. 

—NPN Washington Staff 
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All business 
is specialized 


...and nothing specializes 
on your business 
like your business paper 


This smart business man spends his 
time where every sitzmark parks a 
prospect at his feet. He specializes. 
Your business is specialized, too... 
and so is your business paper. It's 
concentrated on your business. Both 
editorial and ad pages report what's 
new that’s good . . . suggest new meth- 
ods . .. gather in one place a raft of 
ideas on where-to-buy-what. 

That's help you can’t find concen- 
trated into such quick reading time 
anywhere else! It’s simple sense to 
read every page . . . every issue. 


This business paper in your 
hand has a plus for you, 
because it’s a member of 
the Associated Business 
Publications. It's a paid cir- 
culation paper that must 
earn its readership by its 
quality . . . And it's one of 
a leadership group of busi- 
ness papers that work to- 
gether to add new values, 
new usefulness, new ways 
to make the time you give 
to your business paper still 
more profitable time. 





A copy of this quick-reading, 8-page 
booklet is yours for the asking. It con- 
tains many facts on the benefits de- 
rived from your business paper and 
tips on how to read more profitably. 
Write for the “WHY and HOW book- 
let.” Room 2710. 


McGRAW-HILL PUBLISHING COMPANY 
330 W. 42nd St., New York 36, N. Y. 


One of a series of ads prepared by 
THE ASSOCIATED BUSINESS PUBLICATIONS 








NPN PRICE AVERAGES* 
Refinery/Terminal 
(¢ per gal.) , 
Feb.12 Jan.11 Feb.9 
1954 1954 1953 2 

Gasoline 11.90 12.10 

Kerosine 10.60 10.32 

Distillate 9.21 8.99 

Residual 4.21 4.24 

4 principal 

products 9.12 9.19 

Lube oil 17.69 17.09 

Crude at 

well ($per 

bbl) 2.82 2.82 


*Weighted average price, 
principal markets. 


Week Week Week 
WEEKLY PETROLEUM STATISTICS ‘Arn — Ended s Larges 
1954 1954 1953 


Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 171,972 162,343 152,493 
Distillate fuel oil (thous. bbl.) 78,468 106,628 78,152 
Kerosine (thous. bbl.) 21,056 28,588 22,308 
Residual fuel oil (thous. bbl.) 45,885 49,668 45,807 


Crude oil—B. of M. (thous. bbl.) 267,896 270,578 270,182 
Refinery Activity 

Crude runs to stills (thous. bbl. daily) 6,879 6,960 6,834 

Foreign crude included (thous. bbl. daily) 587 585 557 

% of refinery capacity operated 85.3 86.3 92.2 


Refinery Output 
Gasoline (thous. bbl.) 24,344 24,620 
Kerosine (thous. bbl.) 2,738 2,872 
Distillate fuel oil (thous. bbl.) 10,978 10,382 
Residual fuel oil (thous. bbl.) 8,549 8,599 


Crude Supply 


U. S. crude oil production (thous. bbl. daily) 6,172 6,189 
Crude oil imports (thous. bbl. daily) 586 607 


tiz}) MONTHLY MARKET TRENDS 
Latest Month Previous Month Year Ago 


Petroleum products in secondary storage (thous. bbl.) 54,481 (Nov.) 57,163 55,406 
Exports of crude and refined products (thous. bbl.) 11,398 (Nov.) 11,664 12,914 
Average station gasoline price, ex tax (¢ per gal.) 21.81 (Feb. 1) 21.97 20.29 
Gasoline consumption (million gal.) 4,222* (Oct.) 4,252 4,187 
Service station building permits (number) 334 (Nov.) 450 272 
Passenger cars—factory shipments (thous.) 457 (Dec.) 396 466 
Trucks and buses—factory shipments (thous.) 97 (Dec.) 98 111 
Automotive replacement tire shipments (thous.) 2,903 (Dec.) 2,729 3,161 
Replacement battery shipments (thous.) 2,176 (Nov.) 2,825 2,168 
Oil burner shipments (thous.) 104 (Oct.) 101 119 


* Excluding Oklahoma. 
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SUPPLY AND DEMAND 


Weather Cuts Oil Demand—See- 
sawing from an 11-degree low to 
the 60's, the temperatures this 
week were typical of the fickle 
winter weather that has forced a 
drop in the estimated new oil sup- 
ply required for the first half of 
1954. (Some industry sources had 
seen February as being 21 to 
22 degrees colder than normal.) 
Added to the abnormal weather 
was some reduction in industrial 
oil demand. The Bureau of Mines 
forecast that 6,490,000 b/d of 
domestic crude oil would be used 
or exported in February. This 
would be an increase of 10 million 
b/d over the January forecast but 
a drop of 21 million b/d below 
the actual demand in February, 
1953. 


Texas Demand Dips — Estimates 
see the market demand for Texas 
crude oil in March as 2,810,000 
b/d, a drop of 20,000 b/d from 
the previous forecast of the Bureau 
of Mines. At the same time, Chair- 
man Ernest O. Thompson of the 
Texas Railroad Commission favors 
a 200,000 b/d increase in the 
state’s production for March. De- 
spite the bureau’s estimate, Mr. 
Thompson pointed out the Texas 
production for week ended Jan. 30, 
averaged 2,618,000 b/d. The al- 
lowable for that week averaged 
2,887,390 b/d. The current quota 
is 2,811,676 b/d. 


Gasoline Stocks High — For the 
fourth week in a row, primary in- 
ventories of finished and unfinished 
gasoline hit a new peak. As of week 
ended Feb. 6, stocks were 171,- 
972,000 bbl. This was a 1,551,000 
bbl. increase over the previous 
week. 


Runs Off, Output Up—Even though 
crude runs to stills at U.S. refin- 
eries dropped about 1%, gains 
were reported in refinery output 
of all four principal products in 
week ended Feb. 6, compared with 
week before. The biggest gains were 
seen in distillate fuel oil with an 
increase of 689,000 bbl. and gaso- 
line with 613,000 bbl. 


Fuel Oil Gains on Gas—With a 
percentage increase of 22.4, fuel 
oil outstripped both natural gas and 
coal in 1953 consumption by elec- 
tric power plants. Fuel oil use was 


reported by FPC at 82,306,000 
bbl. Gas consumption climbed 
13.4% to 1,032,469,000,000 cu. 


ft., while coal went up 8.2% 
115,894,000 tons. 


to 















HYDRAULIC POWER 
you Babe Luuy for 
FASTER, SAFER DELIVERIES 





Was, 
~~ OPERATE PRODUCT PUMPS ...HOSE REELS 


Equip your fleet with new Roper Pump-Motors — the hydraulic power units 
designed especially for fuel transfer applications. Compact and rugged, these 
pump-motors offer greater flexibility and convenience of hook-up . . . operate 
at slow speeds... increase product pump life... are Jess costly to operate in 
the long run. Ideal for operating both product pumps and hose reels, you'll 
find Roper Pump-Motors your best buy in hydraulic power. Get all the facts 
...- today! 


COST-SAVING FEATURES 


@ Operates one or more pumps or reels @ Offers greater flexibility and convenience 


@ Eliminates auxiliary engines @ Power input is smooth, shockless 
@ System increases product pump life @ Drives other.makes of pumps 


@ Explosion-proof at no extra cost 


@ Convenient dual system for split loads 








Write for Bulletin or see your 
Roper Distributor 


GEO. D. ROPER CORPORATION 


472 Blackhawk Park Avenue 
Rockford, Iilinois 
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BUTLER 


Routemaster 
ee 





EW 


route-matched by 5,000 marketers 
to lower delivery costs 


Butler asked 5,000 petroleum marketers, ‘‘What do you need in a truck tank?” Using 


the marketers’ answers, they designed the NEW Routemaster series to lower your 
delivery costs with: 


NEW, reduced backtracking. You haul largest loads over your routes, with 1,000, 
1,200 or 1,500 gallon capacity. And, with double bulkheads and plenty of TBA space, 
you make one-trip deliveries because you carry the commodities your customers need. 


NEW, faster deliveries. You speed up emptying with smooth flow, seamless tube 
piping. New conveniences save time. They include hose tubes that open into both 
bucket box and cabinets, and optional side door equipped with easy-turning rollers. 


NEW, immediate availability. You can start cutting your delivery costs now! 


Get the full profit-story on the NEW Butler Routemasters. Designed to 
answer the expressed needs of all petroleum marketers. Built to Butler’s high stand- 
ards of quality. Route-matched to pay bigger hauling profits. Write today. 


BUTLER MANUFACTURING COMPANY 


7454 East 13th St., Kansas City 26, Missouri 
954 Sixth Ave., S. E., Minneapolis 14, Minnesota 
913 Avenue W, Ensley, Birmingham 8, Alabama 
Dept. 54, Richmond, California 


Manufacturers of Oil Equipment ¢ Steel Buildings * Farm Equipr-ent * Cleaners Equipment ¢ Special Products 


Factories located at Kansas City, Mo. ® Galesburg, Ill. © Richmond, Calif. © Birmingham, Ala. * Minneapolis, Minn. 
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ARMSTRONG Jae 


MIRACLE TIRE ; 





Backed by Heavy Advertising on 
TV! RADIO! “LIFE”! “POST”! FARM PAPERS! 


Imagine! Here’s the same famous “Ounce of Prevention” that made 
Armstrong Premiums tops for safety and sales-appeal! Now at a price 
that appeals to more prospects... offers more volume... provides DEMONSTRATION DISCS 
more chance than ever to build new profits! Yes, and backed by the Yours for the asking! A free 
heaviest, hardest-hitting advertising campaign in Armstrong history! packet of these amazing discs 
For bigger volume, faster turnover, fatter profits, stock sensational new that help you tell and sell cus- 
Armstrong “Miracle” Tires today! tomers on Armstrongs’ life-saving 
“Ounce of Prevention”! All in just 


RHINO-FLEX 10 seconds! Get them from your 
MIRACLE Armstrong Distributor today! 


WEST HAVEN, CONN. NORWALK, CONN. NATCHEZ, MISS. DES MOINES, IOWA 
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GOVERNMENT 


National Petroleum News 


February 17, 1954 


‘New’ FTC Discarding Theories for Facts 


The petroleum industry, along with most other industries, is 
entering an era of red-hot competition. 

This puts the spotlight on competitive practices and on the 
government agencies which interpret and enforce the rules of the 


competitive game. 


‘ It gives increasing significance, therefore, to the Federal Trade 
Commission and to the changes in thinking and procedure which 
have occurred in the FTC since the 1952 election. 


There are distinct, important differ- 
ences in the “new” FTC under a 
Republican majority and the “old” 
FTC under Democratic control. 

The new majority apparently feels 
its purpose is to do what Congress 
and the courts have clearly said it 
should do. 

The old leadership apparently was 
inclined to do what it felt Congress 
might possibly have intended—or per- 
haps should have intended—for it 
to do. 

The new FTC will crack down on 
the “hard core” violations of antitrust 
laws instead of “testing” the limits to 
which these laws might be applied or 
extended. 

The new commission will empha- 
size gathering and evaluating data 
rather than looking only for facts to 
support its own theories. 

It apparently is not so concerned 
with whether it is being “harder” or 
“softer” than the previous commission 
but in whether it is being stable, clear- 
cut and effective. 

What Won’t Happen — What the 
FTC will not do is almost as important 
and revealing as what it will do. For 
example: 

1. FTC will not concern itself with 
“fringe” theories such as conscious 
price parallelism, the mill net theory, 
and the like. 

2. FTC will not extend or formulate 
new per se doctrines wherein a cer- 
tain action, such as price cutting, is 
regarded as an automatic violation of 
the law and no proof is needed that 
competition was or would be unfairly 
injured. 

3. FTC will not use the “substan- 
tiality” test in antimerger cases. That 
is, the commission will not contend 
that mere size or participation in a 
“substantial” share of a given market 
is sufficient grounds for declaring a 
merger illegal. 


Edward F. Howrey 


No more ivory tower experts 


This does not mean there will be 
a de-emphasis on antimerger or any 
other antitrust work. Rather, it is a 
shifting of emphasis from actions to 
effects. 

For example, when the commission 
recently looked into the Willys-Kaiser 
merger, it was not as concerned with 
the action itself as it was with the pos- 
sible effect on the over-all competitive 
situation which might result. 

It arrived at the conclusion that the 
merger would mean the new company 
would have more strength to compete 
with the other automobile manufac- 
turers. Therefore, it decided that this 
particular merger would increase com- 
petition in the automobile field rather 
than decrease it. This would be a good 
effect rather than a harmful one. 

Laying the Groundwork—Chairman 
Edward F. Howrey is working slowly, 
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carefully and cautiously in making 
clear to the public what the FTC is 
trying and will try to do. 

The basic pattern is outlined in 
major speeches he has made, in his 
written opinion in a precedent-setfing 
case, and in a recent interview with 
NATIONAL PETROLEUM NEws. 

He feels it is necessary to under- 
stand why the commission was estab- 
lished and what its duties were meant 
to be. 

In New York recently he said: 

“It (FTC) was designed to supple- 
ment the work of the Department of 
Justice and the courts under the Sher- 
man Act. The job of the Department 
was to be primarily that of the pro- 
secutor. 

“The Commission, on the other 
hand, was meant to practice preventive 
law through administrative and regu- 
latory activities as well as by the 
initiation and conduct of adversary 
proceedings.” 

The Essentials—What is needed if 
the FTC is to do work in the manner 
Congress intended? Mr. Howrey con- 
siders there are at least three char- 
acteristics of “over-riding importance.” 
They are: 

1. Sound administration with strong, 
but fair administrators who are in gen- 
eral sympathy with the objectives and 
policies expressed in the legislation 
which they administer. 

It became evident from the start 
that some of the holdover staff mem- 
bers would not or could not subscribe 
to the new majority’s policies. As a 
result, a considerable number of staff 
changes have been made—and some 
others may be made—in an effort to 
avoid “sabotage” from within. 

2. The Commission should arrive 
at a decision only after thorough ex- 
ploration of all factors bearing upon 
the particular problem. 

“In the past the Commission has, 
I believe, followed the per se approach 
to a degree inconsistent with its status 
as an expert,” he said. 

He points out that the laws given to 
FTC to administer are, for the most 
part, general in nature and not clear 
of policy elements. Congress intended 
that FTC carry out the administration 
from that point. 

“If the administrative tribunal to 
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GOVERNMENT 


which such discretion is delegated does 
nothing but promulgate per se doc- 
trines, the rationale for its creation 
disappears. 

“If a particular competitive act is 
automatically to be presumed unlaw- 
ful, the administrative process of the 
Commission loses its purpose . . . in 
such event the administrative agency 
may as well give way to the pro- 
secutor.” 

3. The heart of the commission’s 
work, as an expert body, is its fact 
finding. 

Mr. Howrey points out that Con- 
gress obviously felt that if the antitrust 
laws were to be administered fairly, it 
would require the work of specialists. 
The courts themselves have said they 
frequently were not by staff or by 
training qualified to determine facts 
necessary as a basis for a proper deci- 
sion. The courts have said that this 
work should be done by FTC. 

New Probe Policy—Mr. Howrey 
has expressed dissatisfaction with past 
fact-finding methods and is drafting 
his proposals for a new policy. 

In writing the commission’s deci- 
sion in the Pillsbury Mills case—the 
first antimerger suit under the revised 
Clayton Act—Mr. Howrey revealed 
how he believes such cases should be 
handled. 

First, there was a detailed outline 
of the background of the company 
and a factual picture of the regional 
and national flour marketing picture. 

He discussed Pillsbury’s acquisi- 
tions, and cited figures to show the 
impact of these acquisitions on over- 
all competition. 

He then discussed the antimerger 
law and his views on how and when 
it should apply, including tests to be 
used to help determine whether injury 
had resulted, or would result. 

Finally, he gave his conclusion— 
which in this instance was to remand 
the case to the hearing examiner for 
further consideration of testimony 
which the examiner had previously 
ignored. 

The emphasis throughout was on 
fact, and upon determining whether 
this particular merger in this par- 
ticular industry would “substantially 
lessen competition or tend toward 
monopoly.” 

This was in keeping with his view 
that FTC needs to use specialists to 
gather data and that it needs economic 
as well as legal experts to analyze and 
evaluate those facts. 

FTC and Section—The Pillsbury 
opinion is important generally because 
in it Mr. Howrey carefully explains 
Section 7 of the Clayton Act and what 
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This is the second of two 
articles describing the antitrust 
policies of the Republican Ad- 
ministration. The first appeared 
in NPN Feb. 10, p. 15, and took 
a close look at the role of the 
Justice Department, its view- 
point and its aims. The article 
on these pages studies the ‘new’ 
philosophies of the Federal 
Trade Commission. 











standards the Commission will go by 
in enforcing it. 

Section 7, he said, is directed to- 
ward “adverse changes in competitive 
patterns that may result from mergers. 
It is concerned with the effects of 
acquisitions on the character of com- 
petition, with the maintenance of com- 
petition in every market to the end 
that business rivalry may produce 
better products at lower costs.” 

He pointed out that FTC attorneys 
had based much of their case against 
Pillsbury on the “substantiality” doc- 
trine of the International Salt, Stand- 
ard Stations and other cases. 

He pointed out the Supreme Court 
had applied the “substantiality” doc- 
trine to the Standard Stations case, 
concluding that under exclusive sup- 
ply contracts which Standard Oil Co. 
of California had entered into with 
independent service stations in a 
seven-state market area, $57,646,233 
worth of gasoline, amounting to 6.7% 
of the total, was held to be a substan- 
tial share. 

Section 3 Coverage—But, Mr. How- 
rey points out, the primary purpose of 
Section 3 is the protection of buyers 
and sellers in the marketing process— 
to guarantee to buyers the right to 
handle any goods they see fit, and to 
sellers the opportunity to obtain the 
business of any buyer whose trade 
they wish to seek. 

Thus, under Section 3, it may be 
enough to show that a “substantial” 
number of buyers, sellers or both, 
were injured. But under Section 7, 
the main purpose is to protect com- 
petition on an over-all basis, so the 
general rather than the individual ef- 
fect must be considered. 

“Competition,” Mr. Howrey said, 
“cannot be directly measured; no single 
set of standards can be applied to the 
whole range of American industries. 
No single characteristic of an acquisi- 
tion would of itself be sufficient to 
determine its effect on competition. 

“For this reason it would not be 
sufficient to show that an acquiring 
and an acquired company together 


control a substantial amount of sales, 
or that a substantial portion of com- 
merce is affected. 

“Much as the simplified test laid 
down in Standard Stations and Inter- 
national Salt may aid in presentation 
of proof in cases under Section 3, it 
is not in itself a reliable guide for the 
commission in carrying out its long- 
run responsibility to prevent reduc- 
tions in competition through acquisi- 
tions of assets or stock. 

“Furthermore, neither case can be 
construed as depriving the Federal 
Trade Commission, as an administra- 
tive agency, of the right to examine 
relevant economic factors and com- 
petitive effects (even in Section 3 
cases) in the event it desires to do so.” 

Less Proof Needed—Although Mr. 
Howrey makes it clear that there 
should be no per se approach to anti- 
merger cases wherein a certain set of 
actions means guilt, he makes it 
equally clear that Section 7 requires 
less solid proof than charges under 
the Sherman Act. 

While both acts deal with market 
control, restraint of trade, injury to 
competition, and tendency toward 
monopoly, the standard of illegality 
is different. 

Under the Sherman Act, a firm is 
charged with taking action which 
caused certain competitive harm. 
Under the Clayton Act, a firm is 
charged with taking action which may 
hurt, or tend to hurt. There needs be 
only “reasonable probability” that a 
certain result would come to pass if 
nothing is done to stop it. 

Mr. Howrey feels that the Clayton 
Act was meant to supplement the 
Sherman Act to arrest potential viola- 
tions in their incipiency rather than 
allow them to happen first and then 
bring action. 

Therefore, the Clayton Act requires 
a lower standard of proof than the 
Sherman Act. 

There should be no doubt that Mr. 
Howrey intends that the antitrust laws 
should be enforced. He wants to do 
so with vigor, and he feels that busi- 
ness and industry will be better off— 
not worse off—if this is done. 

“Any business man—even the tough 
ones—will admit that the antitrust 
laws are necessary and their effect 
beneficial to business itself as well as 
to the public in general,” Mr. Howrey 
said recently. 

What he wants to do—and appar- 
ently he has the majority solidly be- 
hind him— is to dispel any stigma that 
the FTC is a body of “inexperts” who 
delve in ivory tower philosophies far 
removed from the hard-headed realism 
of the business world. 
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TRANSPORTATION 


Truck Council Blasts Ton-Mile Tax 


Special taxes on motor vehi- 
cles such as the Ohio axle-mile 
tax are seriously harmful to the 
national and public interest. 

At the same time, further 
study and evaluation should be 
made of trailer-on-flat-car, or 
“piggy-back,” service. 

These declarations were made by 
the Private Truck Council of America, 
Inc., which includes numerous oil 
companies, at its annual meeting in 
Chicago Jan. 29. 

So-called axle-mile, ton-mile, or 
weight-distance taxes, the council said, 
“are especially vicious forms of ‘third 
structure’ taxes which are unnecessary, 
unsound and destructive additions to 
motor fuel and license or registration 
tax structures.” 

Such additional taxes, the resolu- 
tion said, are unsound because: 

1. Their cost of administration and 
collection is excessive both to govern- 
ment and to motor vehicle operators, 
and ultimately to the taxpaying and 
consuming public. 

2. They invite evasion and lawless- 
ness. 

3. They are complicated and con- 
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World's Largest Tanker Read 


ied for Service 


fusing and result in unreasonable 
burdens of record keeping and report- 
ing, particularly for small businesses. 

4. They burden within the states 
imposing them the movement of 
trucks that has become vital to the 
American economy, national defense 
and standard of living. 

5. They burden the flow of inter- 
state commerce, and threaten a 
“Balkanization” of commerce through 
a breakdown, already begun, of tax 
and licensing reciprocity for motor 
vehicles between the states. 

6. They create a chaos which could 
invite overriding action by the federal 
government. 

Repeal Urged—‘“The council, as a 
representative body of industry, com- 
merce and agriculture, which are 
dependent upon motor vehicles to 
move their raw materials and finished 
products and perform their services 
for the people in every community of 
America, calls upon all public spirited 
citizens and state officials to demand 
the repeal of existing ‘third structure’ 
taxes upon motor vehicle transporta- 
tion and oppose any further enactment 
of such taxes,” the resolution declared. 








The world’s largest oil tanker was launched Feb. 9 from the Bethlehem 
Steel Company’s shipyard at Quincy, Mass. Christened World Glory, it is the 
latest addition to the fleet of Stavros Niarchos and has a capacity of 392,857 
bbl., enough to fill 2,000 railroad tank cars. It is the second largest commercial 
vessel ever built in America, exceeded only by the S.S. United States. Under 
charter to Gulf Oil, the World Glory will enter service this spring hauling 
from the Persian Gulf to United States ports. Reports say that because of 
its great size it can haul a gallon of heavy crude oil from the Persian Gulf 
to New York for 3¢. Tankers designed for world-wide trade probably won't 
go much larger because of limitations of the Suez and Panama Canals. 
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Discussing the “piggy-back” service, 
the council recognized that “various 
economic and other practical ques- 
tions” are involved and said further 
study is needed. 

“The council at the same time rec- 
ognizes the possibilities of important 
benefit to the national interest, includ- 
ing benefit to the consuming public, 
through use of this method of trans- 
portation, and urges the Interstate 
Commerce Commission and others 
concerned to make sure that this 
method of transportation is kept freely 
available to both for-hire motor car- 
riers and private truck owners,” the 
resolution said. 


TRENDS 


Atom Locomotive Coming, 
Utah Scientist Predicts 


Dr. Lyle B. Borst, University of 
Utah scientist, predicts that an atomic- 
powered locomotive will be a reality 
before atomic electric energy has been 
developed on an industrial scale. 

The scientist predicts that an 
atomic locomotive can be constructed 
for about $1,200,000, employing 
steam-produced electricity to generate 
7,000 h.p. He estimates uranium 
would cost about $150,000 annually, 
compared with $250,000 annual oper- 
ating cost for a Diesel engine. 

The Atomic Energy Commission 
refused to comment on Dr. Borst’s 
study, but experts in Washington are 
known to view the early development 
of an atomic locomotive with much 
skepticism. They emphasize the safety 
factor as one of several important ob- 
stacles to its development. 

Dr. Borst formerly worked for the 
Atomic Energy Commission but has 
received no funds or assistance from 
the Commission for his locomotive 
study. 

Power Plant Study—A project to 
develop atomic power plants is being 
sponsored co-operatively by the Ford 
Motor Co., Detroit Edison Co., and 
Dow Chemical Co. Primary objective 
of the project is to devise a power 

plant to produce electrical power from 
"atomic energy. 

Andrew A. Kucher, director of the 
Ford scientific laboratory, says re- 
search on metals and other automotive 
materials is currently under way. He 
adds: “There is nothing to indicate at 
this time that automobiles will be 
powered by atomic energy in the fu- 
ture. But so little is known about 
atomic power that the idea of atomic- 
powered automobiles cannot be dis- 
missed.” 
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PUBLIC RELATIONS 


Jobber Public Relations Stressed 


Two convention speakers have 
pointed out the importance of 
public relations to the oil in- 
dustry. 


Delegates to the Missouri Pe- 
troleum Assn. convention last 
week in St. Louis were advised 
to reconsider their role in the 
community and to establish some 
type of long-term public rela- 
tions program. 


S. B. Irelan, president of Cities 
Service Oil Co., said oil men today 
should engage in a critical self-exam- 
ination to determine whether they 
really are assets to the public they 
serve. 

“They must determine whether they 
really merit the public’s esteem, its 
good will and its patronage.” 

Mr. Irelan said oil jobbers can 
carry that critical analysis a step fur- 
ther and determine whether their 
dealers measure up to the standards 
the jobbers set for themselves. 

The Dealers’ Yardstick — “Good 
business men today know the essen- 
tials of good public relations and I 
think most good business men will 
agree that today that knowledge must 
be fully applied. So you might examine 
your dealers in the light of a few 
critical questions: 

“Are they desirous of improving 
themselves and availing themselves of 
the opportunities that are theirs within 
the jobber’s organization? Are they de- 
pendable, resourceful and aggressive? 


BULK PLANTS 


r 





Do they have self-confidence and are 
they able to express themselves? 

“Are they active in church and 
community affairs? Do they recognize 
and meet their responsibilities as good 
citizens? Do they also understand their 
responsibility to the jobber and are 
they responsive to his plans and 
policies? 

“Do they study the requirements 
of the customers they serve? Do they 
understand the need for good house- 
keeping as well as good bookkeeping? 

Mr. Irelan pointed out that a large 
proportion of his company’s distribu- 
tion is through Independent jobbers 
and commented that, “I fervently and 
devoutly hope that always will be 
true.” 

“I believe—and fear—that if the day 
ever comes when Independent busi- 
nessmen of this country are forced to 
the wall and harried out of existence, 
that day will see the collapse of our 
system of enterprise. That day will 
see the regimentation of free men by 
government control and the end of the 
good life for free Americans. 

“I do not believe we can afford to 
let that happen. In my opinion, it be- 
hooves every business man in Amer- 
ica, whether the enterprise he repre- 
sents is large or small, to be interested 
in and sympathetic toward the prob- 
lems of all business men.” 

Building Up Good Will — Roy J. 
Thompson of Chicago, chairman of 
the National Oil Jobbers Council, 
urged each convention delegate to 


Jobber's Headquarters Combines Operations 


“establish in his own mind some kind 
of long-term public relations pro- 
gram.” 

Good public relations, Mr. Thomp- 
son said, will enable the jobber to 
get more than his share of the poten- 
tial market, “for public relations is 
nothing more than building good will.” 

The jobber’s program of public re- 
lations, he said, should be designed 
to help him develop his business in 
the potentialities of his immediate 
market. 

“In helping to establish such a 
plan, he should set out to get what 
business he possibly can in his own 
community, but he also should stretch 
his imagination for a little more busi- 
ness than he reasonably thinks he will 
get,” Mr. Thompson declared. 

“With public relations established, 
there is nothing left for you to do but 
dispense and collect for the products 
good will has sold.” 

(For more on public relations, see 
p. 47.) 


LEGAL 


Texas Gas Gathering Tax 
Ruled Out by High Court 


The U. S. Supreme Court has re- 
voked Texas’ natural gas gathering tax 
on the ground that it is illegal re- 
straint of interstate commerce. 

This means that Texas will have to 
refund millions of dollars in taxes 
that pipe line companies have been 
paying under protest since the tax was 
enacted in 1951. 

The unanimous decision delivered 
by Justice Tom C. Clark stated that the 
gas gathering tax would substantially 
resurrect the customs barriers which 
the commerce clause of the U. S. 
Constitution was designed to eliminate. 

The case was carried to the Supreme 
Court, in behalf of 100 companies, by 
Michigan-Wisconsin Pipe Line Co. 
and Panhandle Eastern Pipe Line Co. 

Reaction in Texas—When he heard 
the Supreme Court decision, Texas 
Attorney General Ben Shepperd said 
it was a body blow to the state’s fi- 
nancial structure. But he declared, 

“If the people and legislature want 
to place a tax on natural gas, it could 


be done in a legal manner even under 
the decision by court.” 

Accordingly, he recommended 
three substitute taxes on natural gas 
for consideration by state legislature. 
Governor Shivers indicated a special 
session of the legislature would be 
called about March 15. 


Combination bulk plant and station operated by Arey Oil Co. near Shelby, 
N.C., has combined facilities for both operations into an attractive and efficient 
arrangement. Basement contains garage space where the jobber’s own mechanics 
work on the company’s eight trucks. Each of the six 20,000-gal. storage tanks 
is equipped with a large electric pump to speed delivery. Two of these tanks 
are used for premium gasoline, two for regular grade, one for kerosine and one 
for fuel oil. 
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Cuts Urged in Gasoline Output 


An oil industry economist has 
recommended cuts in gasoline 
output to stop the decline in 
wholesale gasoline prices evi- 
denced in recent weeks. 


Charles J. Hedlund, petroleum eco- 
nomics division head for Standard Oil 
Co. of New Jersey told members of 
the Financial Analysts Society last 
week in Philadelphia that refinery 
yields should be readjusted to cut gaso- 
line output in favor of higher yields 
of heating oil and other products. 

This would adjust presently large 
gasoline supplies more nearly to mar- 
ket needs, he stated. 

With the domestic oil industry hold- 
ing 20 million bbl. more gasoline Jan. 
30 than a year ago, the gasoline pic- 
ture is the weakest element in the 
short-term supply outlook, Mr. Hed- 
lund told the group. He pointed out 
that crude and burning oil inventories 
are at normal levels. 

Refiners have shown a persistent 
tendency to overproduce gasoline, he 
said. 

“With the decline in wholesale gas- 
oline prices, there has been some indi- 
cation that the lower spread between 
gasoline and burning oil prices is forc- 


ing such a yield adjustment,” Mr. Hed- 
lund said. 

Other points made during the 
speech: 


—There is considerable room for 
growth of the passenger car gasoline 
market, although future increases will 







Engineered - Enameled 


Another Example of 
ERIE ENAMEL 
Craflamanship 


- Erected by ERIE 


be slower than gains of the past few 
years. 

—nMillions of homes still are heated 
with outmoded equipment, so there is 
a large potential market for oil heat. 

—Natural gas will continue to grow, 
probably at a relatively faster pace 
than oil. 

—Margin of spare producing and 
refining capacity is increasing and will 
be more than adequate to meet anti- 
cipated needs. This will continue to 
increase competitive pressure in the 
industry. 

—tThe industry can look forward to 
substantial increases in crude produc- 
tion from present depressed levels—“‘if 
our forecasts of demand for 1954 ma- 
terialize”’—but the average for 1954 
will be only 1% or so above 1953. 

—A modest gain of about 4% in 
U.S. oil demand is forecast for 1954, 
despite some decline in business ac- 
tivity. Foreign consumption may be up 
5% or more. In 1955 and 1956, these 
rates should at least be maintained or 
even bettered somewhat, assuming the 
present business slump passes into the 
recovery phase after 1954. 

—It seems likely that Iranian sup- 
plies will come back into their tradi- 
tional markets gradually over a period 
of years, and can be absorbed in a 
growing market without serious dis- 
location. 

Summing up, Mr. Hedlund said, “It 
looks as though 1954 will be a year 
of record sales and production,” with 
a somewhat lower rate of expansion.” 
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Union Organizing 

Oil marketers wishing to in- 
form their dealers on what union 
organizing may mean to station 
operation may order reprints of 
the articles on labor union ac- 
tivity in the Jan. 27 issue of 
NPN, pages 16, 17 and 18. 
Combined into one four-page 
reprint, the articles have been 
titled “What Dealers Can Do 
About Union Organizing.” Cop- 
ies may be ordered at the fol- 
lowing prices: 


1-24 10¢ each 
25-49 9¢ each 
50-99 8¢ each 
100-499 7¢ each 
500-999 6¢ each 
1,000 5¢ each 


Rates for larger quantities on 
request. Order reprints now for 
early delivery. 





Sinclair Highway Station «+ Pensauken, N. J. 


THE ERIE ENAMELING COMPANY 
1403 W. 20TH ST. + ERIE, PENNSYLVANIA 








Pan American May Merge 
With Indiana Standard 


Pan American Petroleum & Trans- 
port Co. may be merged into Standard 
Oil Co. (Indiana). Stockholders will 
vote in March and April on a plan to 
transfer substantially all of Pan Amer- 
ican’s assets to American Oil Co., 
which in turn would be wholly owned 
by Indiana Standard. 

Goal of the move: Greater efficiency 
and economy in combined operations. 

At present, Indiana Standard owns 
about 78% of the outstanding shares 
of Pan American common stock. 










It’s the demand for the things you sell that keeps your 
cash register ringing and heaps up your profits. Today 
more people than ever before are demanding Phillips 66 
Gasoline and Phillips 66 Heavy Duty Premium Motor Oil. 
That’s why it pays to have a Phillips 66 franchise. For full 
information write: Sales Department, Phillips Petroleum 
Company, Bartlesville, Oklahoma. 
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JOBBER KEN EAVES (third from left) at Texas distributive education class. He symbolizes fact that . . . 


Oil Men Are Going Back to School 


This week, it could at last be 
said that the idea of Distributive 
Education was taking hold in oil 
marketing. 

Quietly, in scattered locations 
and in little groups, more and 
more Independent § marketers 
and dealers were engaging in the 
important business of studying 
how to be better businessmen. 

And the beginning was being 
made on the teaching of the 
rudiments of petroleum retail 
marketing in the high schools. 


Distributive Education is the de- 
scriptive name pinned by educators on 
“vocational education designed for 


those engaged in the distributive occu- 
pations,” including petroleum whole- 
saling and retailing. The educators call 
it DE, for short, and it’s aimed at the 
upgrading of managers and workers 
already in the field and at the training 
of others wanting to get in. 

DE’s high priest among oil men is 
L. T. White, vice chairman of API's 
Marketing Personnel Training Com- 
mittee, whose bosses in Cities Serv- 
ice have let him spread the gospel 
of Distributive Education wherever 
he could gain an ear. That he has 
gained many an ear, in five years of 
incessant plugging, is becoming plain 
now to see. 

In New York, within the past fort- 
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night, two local colleges began con- 
ference courses for service station 
operators covering such subjects as 
the establishment of the service sta- 
tioh, management and operation, and 
economic-financial problems. 

Also in New York, 47 teen-agers in 
two high schools were studying pe- 
troleum retail marketing in morning 
classes and, in the afternoon, applying 
what they learned in stations. 

In Georgia, the Georgia Indepen- 
dent Oilmen’s Assn. came out with 
plans for its second Institute for job- 
bers to be held at the state university 
in June. 

In New Orleans, local members of 
the Louisiana service station dealers 
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TRAINING 


association were well along in a series 
of three, eight-week courses at Loyola 
University designed to help them to 
manage merchandise better. 

And, last but not least, the Texas 
Oil Jobbers Assn. had just staged 
(Jan. 25-26-27) its third and biggest 
Management Institute, with a record 
34 oil men in attendance. 

A Deeper Reason—To L. T. White 
all these activities denoted more than 
just an interest on the part of oil men 
in learning how to make a few more 
bucks for themselves. 

The real significance, he thinks, lies 
in the possibilities DE holds for the 
general betterment of the industry’s 
relations with the consuming public. 
Upgrade the caliber of distributors and 
dealers through education, interest 
and train enough promising young 
men in the service station business, 
and the industry will be putting such 
a better foot forward, he says, that 
Mr. John Q. can’t fail to be impressed. 

DE has had quite a growth in other 
distributive fields in recent years. 

But, while most of the larger oil 
companies have had training programs 
for their own dealers, only since pub- 
lication a couple of years ago of the 
American Petroleum Institute manual, 
Developing Your Men Builds Profits, 
has DE begun to make an impression 
elsewhere in petroleum marketing. 

The API manual, with Mr. White 
providing a good bit of the impetus, 
grew out of jobber requests for help 
in training station workers. Good as 
it was, however, it didn’t begin to pro- 
vide all the answers. It told jobbers 
where they could get training material, 
but it didn’t tell them how actually to 
train their help. 

Texas Jobbers Act—That’s where 
the infant Texas Oil Jobbers Assn. 
stepped into the picture along about 
18 months ago. 

Wanting to get the newly-formed 
association on a sound footing, TOJA’s 
president, Leslie Neal (Jack Neal, Inc., 
San Antonio), and its executive secre- 
tary, George W. Hofmayer, found it 
easy to persuade L. T. White to come 
to Dallas to tell them about the API 
training manual. 

In Dallas, Mr. White didn’t just 
talk about the manual; he talked about 
the whole idea of DE. And one of the 
things he told the two Texans was that 
their own state university, at Austin, 
was tops in the country in the develop- 
ment of DE materials; would be 
“tickled pink,” probably, to set up a 
training program for TOJA members’ 
dealers. 

(State universities of 14 other states 
also have DE, and courses are avail- 
able in some 900 high schools both for 


BETWEEN CLASSES Mr. Eaves chats with L. T. White, of Cities Service, who 
has been the guiding spirit in introducing the oil industry to distributive education 


students and adults. The Federal Gov- 
ernment is authorized by statute to 
contribute aid to the states for DE, 
but Congress has cut the flow of funds 
to a trickle. In the Senate not so long 
ago, one Senator fought DE on the 
grounds that teaching a man to sell 
is to teach him how to take advantage 
of his neighbors. A House member 
fought it on the grounds of an im- 
moral waste of funds—‘because any- 
body can sell.”) 

Acting on Mr. White’s suggestion, 
Mr. Neal (who is chairman of the 
National Oil Jobber Council’s Educa- 
tion Committee) and Mr. Hofmayer 
discussed their problem with the Dis- 
tributive Education Service, University 
of Texas. 

The Jobbers First—TOJA’s first 
Management Institute — held 15 
inonths ago for jobbers only—was the 
result. Because what the university 
people told Neal and Hofmayer was 
this, in substance: 

“There’s a right way and a wrong 
way to train people. Before you start 
trying to train your dealers, you job- 
bers ought to take DE yourselves.” 

The first Institute went over with a 
bang; the second one, last fall, with a 
bigger bang. The third, just completed, 
was the most successful yet. Twenty- 
one jobbers attended. So also did 10 
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dealers and three refining company 
men, word having gotten around that 
TOJA had come up with something 
and the welcome mat was out. 

Enrollees paid $20 apiece for the 
privilege of getting 20 hours of in- 
struction. Those participating for the 
first time took two courses: (1) a 
streamlined methods course designed 
to simplify the training problems of 
the average business executive, sales 
manager or service manager, and (2) 
a course in “oral communications,” 
designed to help supervisors better 
convey their ideas to others. 

Second-timers concentrated on the 
“how” of solving human relations 
problems with workers and customers 
and the whys and wherefores of job 
analysis. 

Business Educators—Classes were 
conducted by adult business educators 
(not professors—a distinction L. T. 
White makes) from the University. Mr. 
White was the “guest lecturer” at three 
general sessions—one each morning 
during the Institute. 

The windup of the Institute saw 
enrollees receiving certificates attesting 
to the satisfactory completion of the 
university’s Distributive Education 
Course. And they applauded Leslie 
Neal when he said: 

“We are making history for our in- 
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PUBLIC SPEAKING CLASS finds 
Mr. Eaves trying out his talents, some- 
what nervously, he said, while the 
class prepares to comment on his 
ability to get ideas across 


dustry, and the dealers being here with 
us adds a new chapter. Now all we 
need to do is to get this thing on 
wheels to all our people out over the 
state. When we do that—and jobbers 
and dealers in other states follow suit 
—no one will be able to match this 
industry of ours. Because we're the 
front line, the men who carry the mes- 
sage to the industry’s customers.” 

One oil man who attended the In- 
stitute was a new young jobber from 
Shreveport, La., 29-year-old B. K. 
“Ken” Eaves whom we follow through 
the courses in pictures on these pages. 

Mr. Eaves, as a first-timer, took the 
course for “buck privates.” He was in 
class from 8 a.m. until 4:15 p.m. daily 
(with time out only for lunch and a 
“coffee pause”), learning the funda- 
mentals of how to train and of 
oral communications. There were two 
classes (one morning, the other after- 
noon) each day in each subject. 

In oral communications he heard 
the instructor hammer away on the 
theme that “talking is a tool for get- 
ting across ideas”; learned among 
other things that preparation is the 
foundation of an effective talk; got a 
chance finally to show his own ability 
at standing before an audience by de- 
livering a five-minute speech in class, 
then listened as classmates volunteered 
these commentaries: 

“He held our interest.” 

“Had continuity.” 

“Voice was good.” 

“Effective pauses between § sen- 
tences.” 

“Looked down too much at notes.” 

“Didn’t seem nervous.” 

On the first five points, “Ken” had 
nothing to say in return. On the last, 
it was “You should have seen my 
knees.” 

On Feb. 1—five days after the In- 
stitute and feeling better prepared for 
it—Mr. Eaves reported for work in 
Shreveport with his new employer, 
the Ralph Brandon Co., jobber of GRADUATION DAY comes for Jobber Eaves. George W. Hofmayer, TOJA execu- 
Pan-Am Southern products. His new tive secretary hands him his certificate while Jobber Leslie Neal, left, and Adam 
job: selling and sales promotion. Rumoshosky, soon to be API's Marketing Director, offer their congratulations 


FUNDAMENTALS of training employes and bringing out the best in them are 
explained by instructor as Mr. Eaves listens. Visual aids help put points across 
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Introducing 


tHE NEW 


CUSTOM-BUILT 


LONG-RANGE 


“glnA ee 


To meet the 
advancing needs 
of the industry 


This newly designed and successfully-field-tested assembly of extreme 
long range, without re-spotting, loads transports and tank cars 
with unsurpassed speed, greater flexibility and trouble-free handling. 
It includes two of the new Ojilco (No. 857) swing joints, equipped 
with TIMKEN tapered roller bearings which insure greater friction- 
free load capacities. 


These new swing joints are packed with “‘O" ring seals operating 
against heavy chrome surfaces to quard —— leakage and wear. 
Repacking time less than inut or ¢ lete assembly, 
without dismantling any connections. 





The assembly and alignments are perfectly engineered in keeping 
with Oilco's high standards with precision hardened ground bear- 
ings and races on all swing joints, except No. 827. Soft or flame- 
hardened materials have no part in the construction. 


TIMKEN BEARING 
EQUIPPED 


No. 462 


Sizes: 3” x 4” 


No. 827 swing joint provides 369-degree rotation of the drop tube 
and is provided with handle to facilitate operation. 

Compression springs which never fatigue, operate in conjunction 
with perforated lever arms to accomplish desired torque and angles 
of vertical movement. Thereby, the vertical movement is spring- 
balanced and the loading arm remains in loading position without 
locking devices or manual effort. The assembly will rise 60 degrees 
above and descend 45 degrees below horizontal. 

The assembly includes No. 150 self-closing shock-proof loading line 
valve; and a Timken bearing pillow block at the top of the riser 
which dispenses with the need for an additional swing joint. All 
joints are grounded with static connections. 

Completely assembled at the factory. Bolt up the flanges and you 
are ready to proceed with speedy, care-free volume loading. 


Write for descriptive folder, A-2, for added details. 


OIL EQUIPMENT MANUFACTURING COMPANY 


INCORPORATED 


3100 VERMONT AVE. 


LOUISVILLE 11, KY. 
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Complete warehouse stocks of HI-V-I motor oi: uvailable 
at: Enid, Oklahoma City, Okla; Superior, Omaha, Grand 
Island, Nebr; Hutchinson, Kans; Mason City, Rock Rap- 
ids, lowa; Denver, Colo; Amarillo, Texas. 








Yes Sir! 

Motorists prefer 

Champlin Heavy 

Duty HI-V-I mo- 

tor oil because 

its dependable film of protection results in 
better engine performance for them! This is 
what they want...and get...with Heavy-Duty 
HI-V-I Mil-O-2104 grade motor oil! 

Get in the profit parade! Write, wire or phone 
for information on a HI-V-I dealership! 


a product of 


CHAMPLIN REFINING COMPANY 
Enid Oklahoma 
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A MESSAGE TO AMERICAN 


INDUSTRY @ 


ONE OF A SERIES 


Contrasts in Prosperity 
Endanger the Free World 


The chart in the middle of this page sum- 
marizes a situation of profound importance to 
every American. It shows that: 


1. On the average, Americans are vastly better 
off economically than most other people in 
the free world, and 


. In recent years the gap in income between 
the average American and the average 
European, Latin American or Asian has 
greatly widened. 


A Mounting Contrast 


Even greater is the contrast between the real 
incomes of Asians and Americans. Today most 
Asians are no better off economically than they 
were back in 1939. On the other hand, the real 
income of the average American has almost 
doubled. As a result, the real income of the 
average Asian—always small by our standards 
—is now only a tiny fraction of that of 
Americans. 





United 
States 


Europe 
(USSR 
excluded) 


Latin 
America 


Asia 
(Chino 
excluded) 


wall, 


CONTRASTS IN PROSPERITY IN THE FREE WORLD 


(Reol income per copito) 
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(Per Cent) 


(1952 figures toke account of changes in the cost of living) 
Source of Dote: U.S..Deportment of Stote; United Notions, McGrow- Hill Department of Economics 
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The chart shows that, at the outbreak of 
World War II, the real income (that is, actual 
purchasing power of income) of the average 
American was substantially higher than the 
average European’s and much higher than the 
average Latin American’s or Asian’s. Since 
then, the European and Latin American have 
become better off. But the improvement in 
the economic lot of the average American has 
been so great that the others have been left 
far, far behind. 
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It must be remembered that the figures 
used to construct the chart are of varying 
quality. The fact is that few of the poorer 
countries have reliable statistics. However, 
it is generally agreed among competent ob- 
servers, that the figures here presented offer 
a correct impression of the wide disparity 
in the average of real incomes between var- 
ious parts of the free world. The figures, of 
course, have nothing decisive to say about 
spiritual and cultural values. In these, coun- 





tries with relatively little material prosperity 
may be rich. 


It is possible to draw a variety of morals 
from the story of lagging growth of income in 
other parts of the world. For one thing, it 
reflects the dynamic force of private enterprise. 
Private enterprise is characteristic of our 
economy far more than it is of most of the 
other free economies. The chart also reflects 
the fact that we are bountifully blessed with 
the natural resources essential to a high level 
of real income. Moreover, we did not suffer 
from the devastation and waste of two world 
wars as did many of the other free nations. 


Narrowing the Gap 


But perhaps the most important message which 
the chart conveys is one of warning. It warns 
that something must be done to narrow the gap 
in prosperity between America and other parts 
of the free world, if that world is to be united 
successfully in the struggle against totalitarian 
Communism. Writing in the Harvarp Busi- 
NEssS Review, Kenneth E. Boulding recently 
put it this way: 


“The crux of the problem is how to raise 
the three-quarters of the world that live on 
a low level to the high level of the other 
quarter, for it is precisely this wide disparity 
that makes our world so unstable. American- 
Russian relations, for instance |are| ... 
complicated almost unbearably by the fact 
that each power is competing for the support 
of the vast fringe of underdeveloped coun- 
tries... These countries are dissatisfied with 
their present state and are hovering between 
the two cultures, wondering which offers 
them the best chance of shifting from their 
present low-level to a high-level economy.” 


Very real danger threatens from any feeling 
which may develop in the less fortunate free 
nations that our enviable economic progress 
has been made at their expense. Instead of 
viewing the American economic system as a 
model that might be followed by their own 
countries, they may be led to see in it a menace 
to their well-being. If Communist propaganda 
can persuade these people that their alliance 
with the free world will only result in their 
dropping farther and farther behind an in- 
creasingly prosperous United States, they will 
be driven to the side of totalitarianism. 


Test of Effective Leadership 


How can these free nations on the lower half 
of the income ladder be helped to alleviate the 
conditions that keep them there? Surely this 
question poses a whole series of complicated 
problems. Yet, if we do not exercise some 


effective leadership toward their solution, we 
can be sure that Russia will take advantage 
of the situation. In these circumstances, it is 
essential to both the stability and security of 
the free world that we help our less prosperous 
neighbors make satisfactory headway. 


This does not mean that the United States 
should sacrifice its own economic progress in 
favor of some sort of global leveling scheme. 
On the contrary, a continually expanding and 
stronger economy is essential if we are to pro- 
vide any real aid to our friends. Also, it goes 
without saying that our friends must be dis- 
posed to do all they can to improve their own 
economic position, if our cooperation to that 
end is to be effective. 


Great Skill Required 


Our part in a program to achieve this goal 
calls for a high degree of skill and statecraft. 
It involves international trade policy, which, 
in itself, presents a perplexing range of prob- 
lems. It involves also programs of foreign tech- 
nical and economic assistance. And expanded 
foreign investment must play a key role in a 
balanced program to strengthen the economies 
of the free world for our common good. 


The Commission on Foreign Economic Pol- 
icy, headed by Clarence Randall, has recently 
submitted a report, embodying the results of 
a monumental inquiry into our foreign eco- 
nomic relations and measures to improve them. 
From the very nature of the subject, discus- 
sion of the report is bound to be attended by 
much controversy and conflict. However, an 
awareness of the facts presented by this chart 
should inspire us to accord to the problems 
posed by the Randall Commission the careful 
and sober consideration they must have if any 
real progress is to be made in raising the gen- 
eral standards of human well-being throughout 
the free world. Our willingness and ability to 
do this have now become the real test of our 
statesmanship, both at home and abroad. 





This message ‘is one of a series prepared by 
the McGraw-Hill Department of Economics to 
help increase public knowledge and under- 
standing of important nationwide develop- 
ments that are of particular concern to the 
business and professional community served 
by our industrial and technical publications. 

Permission is freely extended to newspa- 
pers, groups or individuals to quote or reprint 
all or parts of the text. 


Reuatd Mire 


PRESIDENT 


McGraw-Hill Publishing Company, Inc. 
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OU DONT 


What you will want to know about the 
ANTIOXIDANT SWEETENING PROCESS 


Since antioxidant sweetening offers many advantages, the 
chances are that you are looking for all the available technical 
information on the subject. 

In answer to a number of requests, Du Pont has prepared a 
comprehensive booklet on antioxidant sweetening. It contains 
more information on this subject than ever before published 
in one volume. 


Your Copies of the above booklets 
can be obtained from any of the 
Du Pont Petroleum Chemicals Divi- 
sion regional offices listed below. 


Economy Features—The booklet presents information on 
how you may reduce your treating plant operating and equip- 
ment costs through Du Pont Antioxidant No. 22 as a sweeten- 
ing agent. It also shows how you may eliminate loss in gaso- 
line or octane number through the use of the process . . . as 
well as sweeten and inhibit your product in a single step. 
The booklet also gives many helpful hints on controlling 
the operational variables involved and on getting best results 
without adverse effects on your product. Meus sero 


In addition, a briefer, 4-page folder outlining the advan- Better Things for Better Living 
tages of antioxidant sweetening is alsoavailable from Du Pont. 9 ee ey 


Petroleum Chémicals 


NEW YORK, N.Y 12 of the nerica Phone COlumb 5-362 
Regional CHICAGO, ILL.—8 So. Michigan Bivd Phone RAndolph 6-863 
E. |. DU PONT DE NEMOURS & COMPANY [INC.) gio ne ggg hy ater FS mela te Phone Tulee 5.5578 
Petroleum Chemicals Division * Wilmington 98, Delaware Offices: HOUSTON, TEXAS—705 Bonk of Commerce Bidg Phone PReston 2857 
LOS ANGELES, CALIF 612 So. Flower St Phone MAdison | 
IN CANADA: Canadian Industries Limited—Toronto, Ont.—Montreal, Que.—Calgary 
OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539-—Wilmington 98, D 
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17 minutes 
with this book 
can help you... 











For a more PROFITABLE FUTURE 
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Get the facts! 
Take this simple step now. 


Self-analysis is good for any business. An honest appraisal 
of your business may bring you still greater improve- 
ment and greater profit. 

The Conoco man wants to spend 17 minutes with 
you to go over this new book “HELP FOR YOU— WHERE 
IT COUNTS.” No obligation involved. 

Contact Conoco today. Continental Oil Company — 
Albuquerque, Butte, Chicago, Denver, Fort Worth, 
Houston, Kansas City, Lincoln, Los Angeles, New York, 
Oklahoma City, Salt Lake City, oF Ponca City, Okla. 


Trademark owned and patent applied for by Shett OH C onan 


PETROLEUM NEWS 
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TRAINING 


Shell's Training Program Aims at Giving 


TRAINING PROSPECT Earl Treadway, listens to Robert FIRST DAY in school Russell Carlson, instructor, checks 
Perry Shell district salesman, explain training program schedule of trainee to determine what subjects he has requested 


INSTRUCTION BEGINS and trainee Treadway learns fine Student is given a thorough instruction in lube technique before 
points of universal joints and how they are to be lubricated. putting his knowledge to practice in the school lube bays 
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Dealers What They Want to Know 
Shell Oil Co. launched a new frm a ae J: & 


yar ~ 
approach to dealer training last - 


month when its Detroit division 
opened their 1954 dealer train- 
ing program. 

The course is designed to give 
the dealer freedom in selecting 
his own courses and offers al- 
most any subject the dealer may 


need. These include: 


Driveway service; lubrication; 
TBA service and selling; sales- 
room, outside and luberoom dis- 
play; station housekeeping; and 
management, bookkeeping and 
stock control. 


. 


Dealers get individual instruction in 
all of the courses, and refresher 
courses are available for veteran 
dealers. 

The program originated in Shell’s 
Detroit division and has become so 
popular that the company is making 
it available to all other divisions in 
the country. 

Under the supervision of William 
Penman, Detroit division retail mer- 
chandising manager, the present train- 
ing procedure was set up by A. A. 
Martin, division representative in 
charge of training. 

How It Operates— The program 
works like this: 

Classes are conducted every week 
on Monday and Tuesday in Detroit, 
Saginaw and Grand Rapids. 

Shell district merchandising repre- 
sentatives act as instructors at each of 
the three schools. Each instructor 
spends two days a month in classroom 
instruction. Thus, instructors bring ac- 
tual field experience into the class- 
room and are constantly alert to deal- 
er training needs. 

All Shell dealers, dealer salesmen, 
prospective Shell dealers, and Shell 
jobber salesmen, jobber dealers and 
jobber-dealer employes are eligible to 
attend. Time spent at the school is up 
to each dealer. He may select only the 
courses he wants. 

Training is made available to Shell 
jobber salesmen, dealers and employes 
at no cost other than sending a man 
to the school and boarding him while 
attending the two-day sessions. 

Up to the Dealer—While Shell 
salesmen may assist dealers in select- 
ing study courses, the final decision is 
the dealer’s. Often salesmen do con- CHASSIS LUBRICATION is demonstrated in the school lube room, using Balcrank 
vince a dealer he needs training in a overhead reels. Instructor is explaining workings of lube gun to class 
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— by the Bottle 


18 million Trico Windshield Washers 
make repeat sales for Trico Solvent 


Pour in an ounce ...and hand them the bottle! The label tells 
the story and ...in most cases... you’ye won a steady customer, 
the year “round, for Trico Windshield Washer Solvent. 

In spring, summer and fall, Trico Solvent helps the “Two 
Little Squirts” keep windshields super-clean; in winter it pre- 


vents jar breakage due to freezing. 


24 million television screens... 
and millions of satisfied users 

. . advertise Trico Solvent. 
Order the colorful, 6-bottle 


counter-displays from your 
Jobber NOW! 


Windshield Washer 


Trico Products Corporation, Buffalo 3, N.Y. 





TRAINING 


subject or subjects which he has not 
requested. 

Each Shell salesman and all Shell 
jobbers in Michigan are supplied with 
application forms. 

When calling on a dealer, the sales- 
man—or jobber—goes over the list of 
subjects with the dealer and his em- 
ployes. Each man in the station 
checks the list for subjects he wants 
to study. 

The form is returned filled out to 
the district office and a date set for 
training. The salesman—or jobber—in 
turn, notifies each dealer when he will 
attend school. Insofar as possible, 
classes are kept to a maximum of 
seven trainees and a minimum of five. 

When a student arrives in class, the 
instructor checks the training schedule 
on file and notes the subjects requested 
by the dealer. Individual forms corre- 
sponding to the subjects requested by 
the student are attached to the stu- 
dent’s training schedule. Each form 4 4 aA ® & & 
carries the student’s name and loca- A : 
tion. er 

Each subject form is made up as an = 
outline to be followed by the instruc- h A 
tor. As the student completes each 
study, it is checked off. On the lubri- 
cation form is a master chart upon 
which the instructor indicates whether 
a subject has been completed or if 
further instruction is necessary. 

If a student wants to return to 
school another week, the file shows 
what ground has been covered al- 
ready, thus avoiding repetition of sub- 

Each student is given individual a 
instruction on only the subjects he has ™% 
requested. Once he has completed & 
these subjects he is free to leave. 

Accent on Profit—Shell emphasizes > : : : 
that every subject taught has a twofold LIGHT DISPLAY in classroom tells where various bulbs are used in the station 
purpose—improved service and more and the cost of each. Prices are given on uniforms also 
profit for the dealer. 

Making the training flexible enough 
so that dealers may select their own 
subjects has proved one of the most 
popular features. Shell jobbers also 
feel that this makes available to the 
Independent marketer the type of 
training which, for the most part, has 
been open only to major company 
dealers. Jobbers have long felt that 
lack of adequate training facilities has 
placed them at a competitive disad- 
vantage with major company stations. 

Consensus of dealers is that gener- 
ally they avoided—in the past—most 
training schools because they had to 
sit through classes on subjects they al- 
ready knew or did not need. The Shell 
program, they say, eliminates that 
objection. 

Shell’s training center in Detroit is 
at a company-operated station at RESTROOM FACILITIES are available in classroom for demonstrating proper 
Woodward and Hazelwood. housekeeping practices to service station dealers. 





TRAINING CENTERS at Grand Rapids and Saginaw are completely equipped to 
cover every phase of TBA display, selling and service 
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LUBE OIL 


= 
“ 


| ; 
you stay ahead 


"Om pe T * ion 


This new chassis Dynamometer is typical of 
the advanced research we employ to me Tae 
superior Oronite additives. The research and 
testing facilities behind Oronite additives are 
the most advanced in the nation. 

With years-ahead research, it is possible that 

Oronite additives could provide your finished 
oil with the competitive advantages you need 
to win and hold a market. Oronite will tailor- 
make additives to your base oils — meeting 
your price and performance specifications. 
” Why not see what Oronite additives can 
offer you? Phone or write the Oronite office 
nearest you. An additive specialist will con- 
tact you on request. 


b fe 

>... 
ie ee Z - 

“= Bits. & ae ‘ ’ # 4 » 
bed Ihre. ee ae Tos ey : j 
a PARAS i ng ee a sae, 


will help 





Low temperature 
performance evaluation 
seen from inside new 
all-weather chassis 


Dynamometer test cell. 


ne, tl 


ie 


With Oronite Additives 
you can formulate oils to 
meet the new A.PL Service 
Classifications and can 
meet specifications for 2- 
104-B, MIL-0-2104, Supple- 
ment I and Series 2 oils. 


OTHER ORONITE PRODUCTS 
Gas Odorants 
Polybutenes 
Phenol 


Dispersant FO 
(Furnace Oil Inhibitor) 


Wetting Agents 


COMPANY 





FUEL OIL 


Degree Day 


Totals Drop 


Throughout the Nation 


Temperatures took a sharp upswing 
in the Midwest during the week of 


Jan. 31-Feb. 6. 


Degree day totals remained fairly 
constant in the rest of the nation, with 
very few large deviations. 

For the month of January, the Mid- 


west area recorded 
degree day figure. 


Season Sept. 1-Feb. 6 


1954 

East Coast 
Boston 2987 
New York (a) 2613 
Phila- 

delphia (a). 2468 
Washington . 2460 
Great Lakes 
Buffalo 3537 
Chicago 3243 
Cleveland 3213 
Detroit 3355 
Toronto (a) . 3691 
Midwest 
Denver 3058 
Minneapolis 
Omaha 
St. Louis (a) 


West Coast 
San 


Francisco (a) 1254 
Seattle (a) 


Southeast 


Birmingham . 1834 
Charleston (a) 1103 
Nashville 1936 
Raleigh (a).. 1933 


2371(b)2158 


the highest average 


Week 
Jan. 31 
Feb. 6 
1953 Normal 1954 


3072 3348 233 
2690 2966# 204 


2557 2743 193 
2340(b) 2491 #(b)157 


3590 3677# 
3834 
3517# 
3762# 
41842 


3684 
4850 
3913# 
28694 


1407 1421 102 
2575 #(b)135 


1826 1867# 129 
1162 1187 96 
2305 2515# 154 
1945 2105 196 


Month of January 
1954 1953 


East Coast 
Boston 1201 
New York(a) 
Philadelphia (a) 
Washington 

Average 


Great Lakes 
Buffalo 
Chicago 
Cleveland 
Detroit 
Toronto (a) 
Average 
Midwest 
Denver 
Minneapolis 
Omaha 
St. Louis (a) 
Average 
West Coast 
San 
Francisco (a) 412 
Seattle (a) 796 
Average 604 
Southeast 
Birmingham 576 
Charleston (a) 373 
Nashville 675 
Raleigh (a) 685 
Average 577 


930 
832 
799 
724 
821 


1038 
1098 

969 
1062 
1087 


324 
545 
435 


478 
350 
609 
521 
490 636 


Degree days are on 65 deg. F. basis. 

(a) Readings at city offices. Readings in 
other cities taken at airport offices. 

(b) Includes weather bureau correction. 


# New normal figures. All figures for 
month of January are new. 
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New Factory-Built Tandem Axle BiG JoB—the Ford 
T-800. 40,000 ibs. GVW! New 170-h.p. Cargo 
King V-8! New Power Steering standard. 





New FORD TRUCKS...54 
featuring TRIPLE ECONOM 


Big new savings in 
the 3 most important 
truck saving areas 


ey 
ee) Mes 


ee ct 


NEW Gas-Saving, Low- 
Friction, Overhead-Valve, 

° High-Compression, Deep- 
Block Engines in all Models! 


Now, you get a gas-saving Low- 
FRICTION engine in any Ford Truck 
you choose—from 115- to 170-h.p.! 
New short-stroke design cuts inter- 
nal friction loss up to 33%, liberates 
up to 23% more usable power. 


170-h.p. Cargo King V-8 


152-h.p. Cargo King V-8 


138-h.p. Power King V-8 


130-h.p. Power King V-8 


NEW Driverized Cabs! 

a NEW Power Steering! NEW 

© PowerBrakes! Fully Auto- 
matic Fordomatic Drive! 


Ford’s 3-man Driverized Cabs cut 
fatigue! New Master-Guide Power 
Steering standard on T-800 Series, 
optional on most other Bic Joss, 
Power Braking* for '4-ton, Ford- 
omatic* for all light duty models! 


NEW Money-Saving Capac- 
ities! Over 220 Models! 


New 6-wheelers! The one 
right truck for your job! 


Ford’s expanded new truck lines in- 
clude brand-new Ford Tandem- 
Axle Bic Joss, up to 60,000 Ibs. 
G.C.W., and two more giant new 
Ford Cab Forward Bic Joss rated 
up to 55,000-lbs. G.C.W.! 


‘<a 





115-h.p. Cost Clipper Six 


*Available at ertra cost 


/ 
wow: Mightiest concentration of power 


per cubic inch ever built into any 


y. RR MT be 





truck engine line! Only FORD has it! 


For the power they develop, Ford’s new truck 
engines have less cubic inch displacement 

than any other truck engine line. The Ford 
317 cu. in. Cargo King V-8 develops its 
170-h.p. from as much as 96 cubic inches less 
displacement. Smaller-displacement engines 
normally need less gas! That’s why Ford 
concentrated power is a big factor in 

new Ford Truck TRIPLE ECONOMY! 


and SIX! 


5 GREAT 
TRUCK ENGINES! 


All Low-Friction! 


All High-Compression! 
All Overhead Valves! 


All Deep-Block design! 
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with New... GUN FILLING 
DISPENSER 


Dual Dispenser Handles Any Hand Operated Grease 
Gun 








pag Mera A quality item for resale or premium use, K-P’s GFD.- 
PLUG ADAPTER 400 Dispenser is the easiest and cleanest way to fill 
hand operated grease guns. Any gun equipped with a 
DISPEN filler plug, or a removable head, can be filled. Every 
Dispenser is equipped with a Filler Plug (Model 
FP813) for easy filling. A Filler Gun Adapter on the 
side of the Dispenser handles guns not tapped for the 
filler plug. Increase your lubrication sales with thi< 
new, all-purpose gun filling dispenser. Available with 
or without gun. 












@ Handles any standard grease gun 
“ 9? @ Fits all straight side wall pails 
‘Plus @ Follower plate handles heavier greases 
ADAPTER @ Keeps grease contamination-free 
STANDARD @ Ruggedly constructed 
PAIL Features @ Easy to install, operate 
* 


Cost low, maintenance no problem 





GFD-400 Dispenser-Only 
One Model Needed! 









"Get the Facts... 
Write us for com- 


MANUFACTURING co. plete information.” 


TURER i A 







PMES 





1224 LINDEN AVENUE .- MINNEAPOLIS 3, MINNESOTA 
















HAMPIONS 


“HEART OF STEEL” 
Action-Built for Dependability ... Economy ... longer Life! 


Every Champion Air Compressor has a ‘‘heart 









of steel’'... precision-designed with proven 
automotive-type features for dependability and 
economy ...action-built of the finest mate- 





rials for stamina! For 34 years, Champion has 
been famous for its ability to stand up /onger 
under grueling service demands! Put a 
CHAMPION to work for you—let its ‘heart 
of steel’’ pump added profits into 
your operations years longer! 








Write for Champion's NEW 
Catalog Today! Choose from 
54 Business-Builiding 
modeis—new simoplitied 
charts and diagrams make 
job-matching faster and 
easier! 


















HAMPION 


AIR COMPRESSORS 


















Champion Pneumatic Machinery Co., 846 N. Pleasant Street, Princeton, Ill. 
36 











PIPE LINES 


New Pipe Line Proposed 
To Supply East Coast 


Paul Ryan, American Pipe Line 
Co., has offered to build a 500,00 b/d 
“stand-by” oil products line to the East 
Coast if the government will put up 
$60 million during the first five years 
to pay for stand-by costs. 

According to Mr. Ryan’s proposal, 
the line would not be used for five 
years unless the government needed it 
to meet an emergency. After that, the 
company could use the line and would 
start repaying the loan. 

Mr. Ryan already has a rapid tax 
write-off approval for a 300,000 b/d 
products line from Beaumont, Tex., 
to Newark, N.J. Now he proposes to 
build the 500,000 b/d parallel line 
estimated to cost $120 million. 

In an application for a rapid tax 
write-off filed with the Petroleum Ad- 
ministration for Defense, Mr. Ryan 
says he contemplates asking the gov- 
ernment to put up $60 million for the 
pipe line in four payments. He would 
ask the government for $15 million 
annually for the first two years and 
$10 million annually for the next 
three years—to defray stand-by costs. 

Background—Originally, a tax write- 
off approval for a Beaumont-Newark 
pipe line was issued on an application 
filed by U. S. Pipe Line Co., with 
which Mr. Ryan was associated. Write- 
off approval was granted, and the 
Justice Department gave it a “green 
light” on the type of customer con- 
tract it planned to use. But barge 
operators and others objected to the 
plan and took it to court. 

Eventually, the U. S. Pipe Line Co. 
plan was shelved and a new applica- 
tion was made by the American Pipe 
Line Co., with which Mr. Ryan is 
also associated. 

Possibility of approval—Although 
write-off approval has been granted on 
this second application, the American 
Pipe Line Co. has not started con- 
struction. 

The proposal for the “stand by” 
line is now in the hands of Petroleum 
Administration for Defense. It was 
originally sent to the Office of Defense 
Mobilization, and then routed to PAD 
for study and recommendation. 

No official at PAD would comment 
on the possibility that the project 
might be approved by that agency. 
However, PAD officials have shown a 
reluctance in the past to approve any 
individual proposal requiring special 
government assistance. The preferred 
procedure, apparently, is to establish 
over-all conditions and let any com- 
pany interested submit applications. 
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America’s Finest Tube Repair Service 


ILLECTRIC 


pendable tube repair service builds prestige, 

ers, business profits. That’s why most service 

12 BIG AD ions now feature Dillectric service. No other method 
has so many advantages. You simply place a ready- 

oii ae , prepared Dillectric Speed Patch on the buffed tube in- 
Mester Repairs — Mokes smesth, feather-edge jury, attach the Electric Heating Unit, insert in the 


repel —@ porters job of warkmandip. Dillectric Clamp and flip the operating arm. That's 
No Fire Hazard — Safe for gasoline stations. . : : Bar . 
th i for ¢ ectly vulcanized rep: 

Approved by Underwriters’ Laboratories, Inc. all —_— Se Ss ° perfectly vulcanized repair, 
> Gadiemte ewan uted always. Modernize for better business by switching to 
operation. §; America’s Finest Tube Repair Service. Order a Dill- 
Automatic — Time and temperature of vul- e ectric Outfit, today. The small investment will pay big 
canization controlled exactly by automatic Bye 

shut-off. No guessing — no watching. dividends to you. 


Handy — Patch units come ready prepared. 
No waste — quick to use — easy to inventory. 


Si aban cocoons ee rotit WITH DILLECTRIC 


pte wee Ask your wholesaler, tire or oil company, or 


Handles Everything — Small patches, large mail coupon for attractive Dillectric Outfit offer. 


patches, valve stems. 

Low Cost — Profitable — Patch Units cost less a & e ° % * © e ” & ‘ 2 e a © e 
than 5¢ each for repairs selling up to $1.00 iy THE DILL MANUFACTURING CO. 

evntoanin } 700 E. 82nd St., CLEVELAND 3, OHIO 


Gets More Business — Cor owners know elec- 
trical vulcanizing is best. Send me full information on Dillectric. 


Used by Over 120,000 Service Stations — Tops 
for service — the handiest, quickest way to NAME 


sofely repair all tubes. DRESS 

Recommended — Universally approved by tire ‘ - 

and oil companies. he ADDRESS 
mm «CITY 
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Crown’s superior lithographing 
know-how “does things” (and 


how!) for labels. Your label . . . 





dramatically reproduced in full color on Crown’s Steel Shipping 


Containers . . . catches the eye and inspires the sale even as your 


product moves toward the ultimate point-of-purchase! Let 
us show you samples of work we’ve done 


for others in your field. 


ei 


: 4 DIVISION 
— ae : CROWN CORK & SEAL COMPANY, INC. 
5-GAL. OPEN HEAD PAILS AND CLOSED HEAD DRUMS Dut “, - 2 G 
Top quality engineering and construction afford maximum Vie “gill ( 
protection to your product in transit. Wide variety of closures. 
PHILADELPHiA © CHICAGO © ORLANDO © NEW YORK © BALTIMORE © BOSTON + ST. LOUIS 
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TIRES—BATTERIES—ACCESSORIES 


The Swing Is to Extra Low Pressure 


While everyone in the oil industry is aware of the receding 
demand for tire replacements in the “conventional” sizes, the market 
research division of the United States Rubber Co. reports that switch 
to Extra Low Pressure tires is taking place faster than expected. 

A comparison of the percentage of cars on E.L.P. tires, with the 
percentage of tire sales in these sizes shows that in the last five years 
sales in this tire class have consistently outpaced the registrations. 


While the percentage of cars using 
E.L.P. tires rose from 14% in 1949 
to 61% in 1951, sales of replacement 
tires in these sizes represented 21% 
of the market in 1949, and rose to 
68% in 1953. In each year sales 
stayed ahead of registrations. 


E.L.P. Conventional 
% of Zot Sok %of 
Cars New Cars New 
in Use Tire in Use Tire 
Sales Sales 
1949 14% 21% 86% 79% 
1950 37 74 63 
1951 3 52 61 48 
1952 58 48 42 
1953 (Est.) 68 39 32 
1954 (Est.) 74 31 26 


Year 


During the same period cars using 
conventional tires dropped from 86% 
in 1949 to 39% in 1953; but tire re- 
placement for cars in that class were 
a consistently smaller share of the 
mz t, dropping from 79% in 1949 
to 32% in 1953. 

The reason is not hard to find. All 
the newer cars are equipped with 
E.L.P. tires, and owners of late model 
cars drive a lot more than do the 
owners of older cars. The more mile- 
age they run up, the faster their tires 
wear out, and soon they are in the 
market for new tires. Average annual 
mileage by year model is shown in the 
following table: 


Average 

Year Annual 

Model Mileage 
1951 10,987 
1950 ; 10,956 
1949 10,369 
1948 9,494 
1947 8,907 
1941 and Older 1,124 


Source: Crowell-Collier Automotive Sur- 
vey—1953. 


The analysis of the tire market is 
part of the service provided by U. S. 
Rubber for its customers. For oil com- 
panies, regional surveys are made in 
considerably more detail, so that fig- 
ures of local application are available 
to the oil marketing sales departments. 

Stock Reappraisal — These trends 
call for progressive re-adjustment of 
tire inventories in TBA warehouses, 
and in service stations. Nationally the 


February 17, 1954 + 


sales flow pattern of the more impor- 
tant sizes has shifted, as appears from 
the table below, on shipments of pass- 
enger replacement casings. 

Today about half of the cars reg- 
istered are under five years in age; 
90% of the cars are less than 10 
years old, which is to say that they 
are postwar cars; cars more than 10 
years old are fewer today (10%) than 


they were in 1941, when they ac- 
counted for 17% of the registrations. 
The trend since 1941 shows in the fol- 
lowing table: 


Average % of Total Cars 
As of Age- Under Over 
July 1 Years 5 Yrs. 5-10 Yrs. 10 Yrs. 
1941 waa 51% 32% 17% 
1946 . 6 59 35 
1947 . 13 45 42 
1948 ' 23 35 42 
6®) ... A 33 25 42 
1950 J 45 14 41 
1951 . ‘ $2 7 41 
1952 J 54 14 32 
1953 (Est.) 3 57 19 24 
1954 ” 5: 55 29 16 
ae * 5. 49 41 10 


Source: R. L. Polk. 


Passenger Replacement Casing 
Percent of Industry Shipments—1949-54 


E. L. P. 
4 ply 
6.40-15 59% 
6.70-15 . 5.12 
7.10-15 3.64 
7.60-15 3.13 
8.00-15 02 
8.20-15 ... 2.25 
Conventional 

4 ply 

6.00-16 49.70 
6.50-15 ; 3.42 
6.50-16 13.33 


1949 


1950 1951 1952 1953 1954 
(Estimated) 

2.36% 2.28% 
29.51 33.03 
7.57 12.33 13.36 15.68 17.46 
5.89 9.68 10.06 11.49 12.19 
1.27 2.34 3.48 4.18 4.96 
2.91 2.41 1.93 2.36 2.43 


1.20% 1.93% 
12.95 20.68 


2.12% 


24.67 


Engine Primer Built for Heavy Dut 


A new, cold-weather starting 
device for heavy duty internal 
combustion is being offered as a 
resale item by the California Oil 
Co. to its jobbers and dealers. 


Suggested retail price is $14 
complete with dash-controlled 
discharger and all fittings. 


Because of the type of engines for 
which it is intended, it is probable that 
most sales will be made to owners who 
will do their own installing. 

The device is a refinement on former 
methods of utilizing Chevron Prim- 
ing Fuel (an ether compound). The 
special Chevron fluid has been sold for 
the past several years either in small 
tanks or in gelatine capsules. The 
tank method required some tubing and 
a small hand pump for injecting the 
fluid into the engine. 

With the gelatine capsule it was ne- 
cessary to have tubing, a puncturing 
tool and a pump, usually mounted in 
the vehicle cab. 

With the new device no pump is 
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needed. Called the Pressure Priming 
System, the Chevron priming fuel, 
combined with a gas propellant, is 
packaged under 250 Ib. pressure in a 
9.9 cc. steel bulb. When released, the 
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Your customers need, 


want...and they'll buy...the extra 3-way 


safety of the new 


MILLER TUBELESS TIRE 


A Slowout Instead of a Blowout—A patented Safe- 
ty-Guard Liner covers the inside of the Miller Safety-Guard 
Imperial from bead to bead. If the tire cords are broken or 
badly bruised, this Blowout Shield releases the air slowly — 
a slowout instead of a blowout. @ puncture flat. 


40 


Bale new puncture-sealing 


tubeless tire offers extra pro- 
tection against the triple-threat of 
blowouts, punctures and skids. The 
extra safety and extra mileage fea- 
tures of this all-new tire are easy to 
explain and demonstrate . . . make 
the Safety-Guard Imperial easy to sell. 


Contrast the appeal of this ‘‘qual- 
ity leader” with what many tire re- 


No More Puncture Flats —The Safety-Guard Sealant in the 
new Miller Tubeless Tire surrounds puncturing objects as they pene- 
trate the tire, prevents loss of air, and then seals the hole when the 
object is removed. Even the jagged spike board test fails to cause 
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tailers must offer the public. . . “price 
leaders”, usually 2nd and 3rd line 
tires that have nothing beyond the 
price tag to interest the public. 


You'll get more money for this great 
new Miller Safety-Guard Imperial 
Tubeless Tire .. . although its price is 
within easy reach of the average car 


that includes such important advan- 
tages as protected territory ...a com- 
plete, quality line of truck, farm and 
passenger car tires...a complete mer- 
chandising program, including national 
area advertising, that is especially de- 
signed for petroleum marketers...and 
the help of able, experienced tire men. 


owner ... and you can sell it at a net 


Start making more money with 
Miller. Write Dept. NM-2 today for 
complete information on the all-new 
Safety-Guard Imperial and the money- 
making Miller Franchise. 


profit that can be substantially greater 

than you’re probably getting now. 
The Safety-Guard Imperial is a big 

new feature of the Miller Franchise 








MILLER RUBBER COMPANY 
Akron, Ohio 
A Division of The B. F. Goodrich Company 
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New-Type Tread Protects Against Skids —New-type Grip 
Fast Blocks, combined with notched center bars, give amazing non- 
skid on wet streets. Blocks are scientifically sized and spaced to 
avoid road noises and hum. Wider, flatter tread puts more rubber 
on the road, reduces scuffing. 


Uitra-Modern Styling Beautifies the Car —Roll 
the ultra-modern Miller Safety-Guard Imperial over beside 
the customer's automobile. Let him see how the smart lines 
and beautiful styling of this new tire will look on his car, 
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Thermoid 


How much stock? 
What type merchandising ? 


When—for best results? 


To these and other questions, Thermoid 
has the answers that help you make 
maximum sales and profit on Fan Belts 
and Radiator Hose. 


It's good business to do 
business with Thermoid. 
Let us show you why. 


hermol 


A principal supplier to the automotive 
market for over 50 years. 


Thermoid Co., Special Sales Division, 
Trenton, New Jersey 


NATIONAL 
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primer fuel starts the engine and runs 
it until enough heat can be built up 
to operate the engine on the regular 
fuel. 

Cab Control—The operator con- 
trols the release of the bulb from the 
cab by means of a discharger installed 
on the engine control panel. When 
priming fuel is needed the bulb is 
placed in the discharger and the lever 
is pushed. The discharger pierces the 
sealing cap of the bulb and directs 
the priming fuel through the tubing 
to the engine intake. 

Besides being easier to operate, the 
pressure method makes more efficient 
use of the priming fuel because it re- 
leases it in atomized form. It is also 
safer, because the all-steel bulb, sealed 
with welded enclosures, provides maxi- 
mum resistance to accidental release 
of the fuel by abnormal heat, water 
or physical shock. Waterproof and 
dustproof, the discharger, too, is de- 
signed to eliminate escape of flam- 
mable material. 

The bulbs are built to withstand be- 
tween 6,000 and 8,000 Ib. hydrostatic 
pressure, and temperatures of over 
600 deg. F without rupture. The prob- 
lem of fire hazard in storage is prae- 
tically eliminated and the bulbs do not 
deteriorate with time. 

It is claimed that the Chevron Pres- 
sure Primer will start a Diesel engine 
at the first revolution at 50 deg. below 
zero; or a gasoline engine at 64 deg. 
below zero. A typical Diesel engine 
normally has a limiting starting tem- 
perature of about 23 degrees below 
zero; a gasoline engine, about 26 de- 
grees below zero. 

The starting device is also useful 
at normal temperatures for starting 
engines in poor condition or with low 
cranking speed. 


... in brief 


New Truck Plug 


A new type spark plug designed to 
give satisfactory service over an extra 
wide heat range is being used in the 
Chevrolet line of two-ton trucks. It is 
the AC type 43-5 plug, and is being 
recommended as an ideal replacement 
plug for all Chevrolet two-ton trucks 
for the years 1949-1954. 


New Truck Tire 


Goodrich is out with a new prem- 
ium price truck tire called the “Super 
Express,” with a 46% thicker tread, 
and a 124% higher list price than 
conventional truck tires. It is designed 
for use on all truck wheels in over-the- 
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highway operation. Goodrich says it 
has an open shoulder design for better 
heat dissipation, and an extra wide 
center rib where wear is heaviest. It is 
made in eight sizes ranging from 
8.25-20 10-ply up to 11.00-22 12-ply. 


Combination Road Light 


A combination portable electric 
hand lamp and flashing red beacon is 
being marketed by the U-C Lite Man- 
ufacturing Co., 1050 W. Hubbard St., 
Chicago 22, Ill. A folding arm can be 
swung upright and the flashing red 
light at the tip becomes a warning 
when placed on the road at the rear 
of a stalled vehicle. At the same time 
a steady white beam acts as a working 
light, or either light can be operated 
alone. 


New Touch-Up Paint 


A line of automobile lacquer put up 
in 6-oz. cans has been put on the mar- 
ket by Auto Paint Products, Inc., 2600 
West North Ave., Milwaukee 5, Wis., 
for resale to the car owner. All recent 
Ford, Chevrolet and Plymouth colors 
are available. The trade name is 
“Match-It” and the retail price is 
$1.79 per can. 


Lube Gauge Marketed 


A dashboard oil level indicator us- 
ing a vertical column of colored liquid 
similar to the red mercury column in 
a thermometer, is being marketed by 
Allen Instruments, Inc., 325 W. Huron 
St., Chicago 10, Ill. A special dip- 
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stick replaces the conventional dip- 
stick, and a rubber tube is the sole 
connection from dipstick to dashboard 
gauge. The retail price is $4.98. 


Signal Lights for Trucks 


J. W. Speaker Corp. is putting out 
a new line of truck direction signal 
lights. The lucite lenses are said to 
be superior to glass, and are designed 
to give maximum light mounted at 
any angle. A cushioned pedestal 


mounting is said to reduce vibration 
and prevent water seepage and cor- 
rosion. 


New AC Filter Premium 


A premium deal on AC oil filters 
this year will consist of 30 oil filter 
elements and a bone handle cutlery 
set, sold at a combination price for 
the package. The 30 filter elements 
will comprise nine of the fastest selling 
types. 


CUSTOM BUILT 


to Your Specifications 


means just exactly that! Columbian builds 
frameless semi-trailers to your order. They 
are not adapted . . . they are not changed 
versions of pre-built units. Every Columbian 
Frameless Semi-Trailer is individually de- 
signed. Each is built from the beginning to 
incorporate individual ideas and exact speci- 
fications of the purchaser. 


(OTT: 
Frameless SEMI-TRAILERS 


The way you want it is the way you get it at Columbian. Skilled en- 
gineers, experienced craftsmen and modern facilities combine to give 
you rugged construction for continuous over-the-highway hauling at 
low operating costs. Whether your transport problem is best solved by a 
single axle unit, a tandem axle unit or a semi-trailer train, Columbian 
builds them for maximum capacity consistent with state regulations. 
Columbian’s recognized engineered superiority assures greater profit- 


per-mile operation for you. 


Columbian’s regular guarantee of quality and workmanship for a 
full year becomes a two-way guarantee in the REYCO tandem axle 
unit below. “Your service cost the first year is guaranteed not to ex- 


ceed $25.00 the first 12 months. 


Write today for detailed information, free catalog. 





COLUMBIAN STEEL TANK CO. 


P. O. Box 4048-1 





Kansas City, Mo. 
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USE SMALLER MOTORS 
... SAVE ON POWER! 


In the new BX series Rotocycle meters we've elim- 
inated the need for excess power to overcome the 
high pressure drop common to most meters. We've 
done it in two ways. First by the application of 
double anti-friction stainless steel ball bearings 
throughout. Secorid by strengthening the design of 
the all-revolving rotor and improving the liquid 
capillary seal to make this “no metal-to-metal” 
construction even more efficient. Best of all, we’ve 
engineered these improvements so that the new 
rotor construction is interchangeable with the old, 


making conversion of existing meters easy—in the 
field if desired. 


The superior mechanical advantages in Rockwell 
Rotocycles pay off in speedier meter deliveries 
greater sustained accuracy and longer meter life. 
Now you can load trucks faster, use smaller motors 
on your pumps—save on your electric power bills. 
And with accurate meter records your auditing and 
accounting will be positively controlled. 


Get full facts now. Write for bulletins. 


ALUMINUM ALLOY CASES YOU CAN RELY ON ROCKWELL 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8&8, PA. Atlanta Boston Chicago Houston Los Angeles 
N. Kansas City New York Philadelphia Pittsburgh San Francisco 
Seattle Tulsa In Canada: Peacock Brothers Limited 


TO CUT STOCK LOSSES... 
IMPROVE ACCOUNTING 
Install the Rockwell Remote Registration System 


With this system you'll reduce human errors to a 
minimum, You'll gain greater pignt security. You'll speed 
Jouting, AAA ‘you'll save find_money | Hrepaiteg- 
invoices, bills’ of lading, gta, since all records are 
printed mechanically right in the remotely located 
meter register. Tax savings, too, are possible since this 
system makes acceptable records for deductions based 
on stock transfer losses. Write for bulletin OG-324. 
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More Liquid wit Legs Effort 
THROUGH ROCKWELL RoTocycLe 
METERS 


Main rotor bearings ore 
pressure lubricated by 
turning this screw to 


spread new No. 4 lubricant “Ng 





Choice of visible reset reg- 
ister (shown), non-reset 
register or printing register. 






> 











Double stainless steel ball 
bearings at either end of 
rotor shoft. 


lubricant inlet to micro 
adjustment chamber. 


Drain for removing con- 
densate from odijustment 
chomber. 


THE ROTOCYCLE 
PRINCIPLE 


The Rotor inside the Rotocycle meter revolves freely “Flo-ward” 
on double stainless steel ball bearing mounts. The motion is like 
that of an electric motor. There are no pressure absorbing re- 
verse movements, no winding internal passages—no oscillating 


HORIZONTAL 
parts or valves and pistons to ‘‘break”’ the smooth effortless flow. 


OUTLET 





HERE’S HOW IT WORKS The meaning nee Patented micro adjustment 


provides ultra fine incre- 
turned by the pressure of incoming liquid acting against four en's for recalibration. 


half-moon shaped vanes equidistantly spaced on the circum- 
ference of the rotor. These vanes are geared together in the 
ratio of one-to-one so as to travel on an orbit with their center 


lines porallel to each other. As the rotor turns, a definite VERTICAL INLET 
displacement occurs between each pair of vanes. 


FOLLOW THE ROTOCYCLE THROUGH A “FLO-WARD” CYCLE 


Jf Lett tigs 
4, 
4, 


All revolving rotor assures 
smooth motion and a long 
life of sustained accuracy. 
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POSITION |: Liquid entering the POSITION Ii Pressure Tentbalel. | 
measuring chamber through the vane No 1) forces the reached the 
inlet port encounters vane No to turn on its centershaft 
which seals off further No 


liquid progress tion 
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EXPANSION 


Frontier Line to Tap 
East Nebraska Market 


Frontier Refining Co. has begun 
preliminary work on a 215-mile prod- 
ucts pipe line from its Cheyenne, 
Wyo., refinery to North Platte in cen- 
tral Nebraska, with the aim of enter- 
ing the eastern Nebraska marketing 
territory. 

The six-inch line is part of the com- 
pany’s marketing expansion plan 
which is geared to its recently com- 
pleted $1,250,000 refinery expansion 
program. Frontier operates at present 
in Colorado, Utah, Wyoming and 
western Nebraska. 

The line’s eastern terminal site at 
North Platte has already been pur- 
chased and negotiations are under way 


e - | ' a for another site at Sidney, Neb., half- 
ae MAMA eV i | way between Cheyenne and North 
































National Re-usable Pump Hose Coupling 
Now Streamlined to fit all pumps 





% Time proven for 7 years on gasoline pumps all over 
the world, without a single failure in service. Now 
streamlined to fit all pumps, including all pumps with 
hose retractors. 


% This new streamlined coupling is fully re-usable, 
easily re-attached. It is entirely free of protrusions and 
sharp edges. Its long, slender body and ferrule provide 
increased hose-gripping surface, reduce hose strain and 
breakage. Holding power exceeds all requirements by 
more than 50%. 


% National Re-usable Couplings are saving Oil Men 
thousands of dollars annually. Your National Hose Dis- 
tributor will be glad to help you get your share of these 
savings. Just give him a call, or drop us a line. 


National Hose 


DOVER, N. J. 


PREFERRED NATIONALLY 





Ad Platte. 
Until now transportation costs have 


made it uneconomical for Frontier to 
compete in eastern Nebraska. Now 
the company is considering construc- 
tion of wholesale-retail outlets in 
Hastings, Broken Bow, Grand Island, 
Columbus, York, Norfolk, Central 
City, Omaha, Lincoln, Fremont and 
Seward in eastern Nebraska. All of 
these points are within transport dis- 
tance of North Platte. 

Refinery Expansion—Expansion of 
Frontier’s refinery at Cheyenne has 
boosted its capacity 20%, bringing it 
up to 15,000 b/d. Principal results of 
the expansion are a greatly increased 
output of high-test gasoline and a start 
at propane gas production. Frontier is 
now producing gasoline in a catalytic 
cracking unit that was more than 
doubled in capacity—from 2,600 b/d 
to 6,500 b/d. 

The propane operation, which is 
expected to provide 350,000 gal. a 
month, is the first in the area. Pro- 
pane was already in use in the area, 
but it previously had been shipped in 
from other refineries. 

Fuel Oil Additive—The company’s 
latest products promotion, unveiled 
last week, is the addition of driacin to 
its Diesel fuels, distillates and burner 
fuels. Frontier says it is the only com- 
pany in its marketing area that is of- 
fering the additive. 

The company is pushing its new ad- 
ditive fuel with a vigorous newspaper 
and direct mail campaign. Advertis- 
ing is built around the slogan, “Stay 
Clean With Driaseen.” 

Harry A. Brown, Frontier vice 
president, said driacin keeps sludge 
from forming and limits particle size, 
keeping screens and filters clean. He 
said it also acts as a corrosion in- 
hibitor and improves color stability. 
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Because George Savory 
Has 20 Rivals For Binghamton 
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THIS AD, appearing in magazines and newspapers, shows that . . . 


OllC Campaign Accents Competition 


The Oil Industry Information 
Committee’s 1954 advertising 
campaign in mass circulation 
media will place more emphasis 
on competition in the industry 
than any past campaign. 


Four of the 10 ads will show how 
competition benefits the public. 

First of the four (reproduced above) 
tells how George Savory, owner of 
Savory Oil Co., Binghamton, N. Y., 
must maintain an efficient operation 
and give the best possible service be- 
cause of the keen competition for fuel 
oil business in his community. 

The ad appears this month in 
Saturday Evening Post, Life, Look, 
Colliers and 60 Sunday newspaper 
supplements. Other ads will be built 
around these subjects: 


—How 218 oil companies re- 
sponded to a recent bid invitation to 
supply military installations along the 
East Coast. The ad will include the 
picture of a jobber who won a con- 
tract award and will say that keen 
competitive bidding of this kind as- 
sures the Armed Forces of highest 
quality products at the lowest possible 
cost to the taxpayers. 

—How an ex-soldier made good in 
the service station business, and that 
this business is marked by the liveliest 
of competition, with 90% of Amer- 
ica’s 188,000 stations being operated 
by local dealers who are in business 
for themselves. 

How eight young Americans are 
building successful careers with oil 
companies, with sure-fire benefit to 
the public. 
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PETROLEUM 
PRODUCT SALES 


Boost TBA Profits 


WITH THE 


Does More work 
-. + yet costs only 


$199.50 


F.0.B. 


Fort Dodge, lowa 


It’s a fact that more gas, oil, and grease is sold by 
service stations who do a big TBA business. That's 
because these stations don't send their petroleum 
product customers “down the street for TBA 
services motorists need .. . like good tire service 
Over 30,000 service stations from coast to coast use 


| the Coats Iron Tireman to give good tire service ar 


@ good profit through real savings in time and back 
breaking work. Tires go on and off the rim in 0 
seconds without beating, pounding, heavy rubber 
wrestling. And, stations who make themselves good 
tire service headquarters get the MOST, the BEST 
chances of selling new tires. recaps. snow tires to 
step up TBA profits 

WHY SERVICE STATIONS CHOOSE THE 


IRON 


| TIREMAN OVER ALL OTHER TIRE CHANGERS 


COMBINED 
@ More Convenient. Quick, easy foot pressure 
clamps tire securely. 
e Simpler. Anyone can operate it. 
e Better put-on, toke-off tools. Handier bead 
breaker. 
Get ali the money making facts now. Write to- 
day for free literature, complete information 


JACK HENNESSY SALES CO 
National Distributors 


P. ©. Box 22, Audubon Stotion 
New York 32, N. Y. 


» 
P.O. Box 190, Van Nuys, California 


MANUFACTURED BY 


COATS COMPANY 


FORT DODGE, IOWA 
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Service—Key to Good Public Relations 


The basic responsibilities of every oil man are to do his job as 
well as he knows how and to make an honest effort to serve the public. 


These fundamentals of sound industry public relations were 
spelled out in the following letter from an Independent marketer to 
the employes in his company. 


In his letter, D. R. Elliott, manager of T. A. Beard, a Standard 
Oil Co. of Texas distributor, Alpine, Tex., shows that he, as plain, 
basic oil marketer, is thinking seriously of the duties of oil men and 
recognizes that the industry will continue strong if oil men do their 


jobs. The text of Mr. Elliott’s letter follows. 


Where Do Pay Checks Come From? 


Let’s take the petroleum industry. 
We all know a little about it. 

First, an oil company sends out a 
land man. It is his job to get leases. 
He does so at the best price he can for 
his company, then has the titles ap- 
proved by the legal department. 

He has to run down in-laws, cous- 
ins, uncles and aunts, and has a lot of 
loose ends to gather together, but he 
gets the job finished. He got the leases 
he was sent out to get, he feels he has 


spot. The report looks good. They 


earned his pay check every 15 days— 
that’s all there is to it. 

Then the geologists come along. 
They have a pretty rugged time—bad 
weather and good—tramping around 
over rocky hills, killing rattlesnakes 
with short sticks. They finally get 
through and make a report of their 
findings. They, too, feel they have 
earned their pay. 

Then management is put on the 


have a big block of lease, but it is a 
long way from no place, with no roads 
and will cost a lot of money to ex- 
plore. 

They decide to drill a test and pass 
along instructions to the drilling de- 
partment. 

This certainly was not much work. 
All of us who work for wages know 
management sits back and smokes fat 
cigars, draws big salaries and does 
very little. Most of us think they are 
overpaid, but I'll bet management men 
think they earn their paychecks, too. 

Tool pushers, drillers, roughnecks, 
truck drivers and what have you put 
in a lot of long, hard hours drilling 
this well. They put up with rain and 
snow, wind and dust, and have no 
decent place to clean up and relax 
after work. It’s pretty tough going, 
but they get the well drilled. They 
know they have earned their pay 
checks. 

Management (who we just said 
were sO Overpaid) has spent a great 





Progress custom tailored 


truck and trailer tanks, in any capacity 


and number of compartments, meet 


your specifications. As the leader in 


custom fabricated smoothskin tanks, 


we stand ready to serve. You need 


only to call, wire or write. 


MANUFACTURING COMPANY, INC. 
ARTHUR: ILLINOIS 
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FASTER 


MORE EFFECTIVE... 
MORE DEPENDABLE 


ANSUL 


FIRE EXTINGUISHING 
EQUIPMENT 


FASTER... A short, quick downward motion of the 
puncture lever pressurizes the extinguisher and it is 
ready for instant use. 


MORE EFFECTIVE . . . Even the inexperienced oper- 
ator gets near-expert results because of the ease of 
operation and handling. In addition ANSUL “PLUS- 
FIFTY” Dry Chemical has greater fire-killing power. 


MORE DEPENDABLE... Exclusive ANSUL-ENGI- 
NEERED design features include water-tight and corro- 
sion-resistant construction, easy, on-the-spot recharge 
without special tools and other exclusive Ansul devel- 


opments which insure greater dependability. 


FIRE-STOPPING POWER... ANSUL FIRE EXTIN- 
GUISHERS have the highest ratings for fire-stopping 
power ever awarded any type of class B and C fire 


extinguishing equipment. 


Send for File No. B-207. You 

will gene a — FP helpful 

tinted matter. Inclu is our 

MODEL 20-B atest catalog which describes 
Ansul Extinguishers of all sizes 

- from the small Ansul Mode! 4 

to Ansul Piped Systems and An- 

sul 2000 Ib. Stationary Units 


OFFICES AND DISTRIBUTORS IN PRINCIPAL 
CITIES IN THE U. S. A., CANADA AND OTHER COUNTRIES 


MANUFACTURERS OF 
DRY CHEMICAL FIRE EXTINGUISHING EQUIPMENT, REFRIGERATION 
PRODUCTS, INDUSTRIAL AND FINE CHEMICALS AND LIQUEFIED GASES 
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We’re putting it 
on the line... 





LION uniforms 
| are best... 





Here’s why: Made of 

special new fabrics designed 

for service station use, 

LION UNIFORMS are 

guaranteed not to fade or shrink out of 

shape. Tailored for easy arm action, smart fit and 

rigorous service, they stand the gaff of rough treat- 

ment. And here’s a plus...well-dressed dealers look 

smart, feel sharp, work better. Most major oil com- 

panies buy LION UNIFORMS. Gallonage goes up 
when LION UNIFORMS go on. 


WRITE FOR OUR 
MERCHANDISE PLAN 
TODAY! 


UNIFORM INC. 


DAYTON 3, OHIO 


Write Dept. A, 44 Webb Street 





PUBLIC RELATIONS 


many sleepless nights wondering if 
they did the right thing. Chances are 
many to one it will be a dry hole. 
But the “Petroleum Gods” are on 
their side and they bring in a well. 
Everybody is happy. Every man who 
has had a part in the job knows he 
has earned his pay check. The land- 
owner is happy. He gets a fat royalty 
check every month, builds a fine home 
in town, buys some fine cars and starts 
living at a level much higher than he 
did before. In many cases, this does 
not end up so well. He spends his in- 
creased income unwisely. Then it is 
time for the pipe line men to come 
ir.to the picture. It is their job to con- 
nect this well to a gathering system. 
This is hardly a job for shined shoes 
and kid gloves. It is hard work. They 
know they earn their wages. 

Through the gathering system, pipe 
lines and pumping stations—and on 
to the men in the refinery, goes the 
crude oil, which has little value as 
such. Crude goes in one side and re- 
fined products come out the other. 

This is no place for a man who dis- 
likes odors. (I know. I lived close to 
the largest refinery in Mexico for nine 
years.) This is the place where you 
quit smoking and learn to chew, where 
a spark that could start a fire is upper- 
most in your mind all the time. These 
fellows feel that they have earned 
their pay checks. 

The sales department is the next in 
line. Salesmen must find a market for 
the refined products—not only gaso- 
line, kerosine and fuel oils, but also 
the byproducts. If they don’t do a 
good job of this, they will find them- 
selves in the same shape as the ranch- 
man who sold his heifer calves and 
kept his steer calves, then wondered 
why he could not increase his herd. 

Then we come into the picture, 
every one of us working for Mr. 
Beard. We buy the products at the 
refinery and transport them to the 
Marfa and Alpine bulk plants. 

Let’s start there with Joe Miles. 
Joe’s main job is driving the transport. 
He gets up early—it’s a long, hard 
drive to the refinery and back. His legs 
get stiff and his sitting down part gets 
numb. It is pretty late when he gets in, 
but he knows he has to unload, service 
the truck and be ready for another 
early start in the morning. So he does 
it, good weather and bad. I just have 
a sneaking idea he feels that he earns 
his pay check. 

From here we go to Alton Daven- 
port. His main job is to make de- 
liveries from the bulk plant to stations 
and consumers. He also helps out any 
other place where he is needed. When 
he goes to the Park, he very often 
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—and NPN sells TBA — 


With every tick of the clock, motorists buy ap- 
proximately $95.00 worth of tires, batteries and 
accessories from the oil industry. That amounts 
to $5700 a minute, $8,208,000 a day, three 
billion dollars worth a year! 


As each second ticks, another tire is sold. 
Every two seconds, it’s a new battery. Since you 
started to read this ad, 200 motorists have 
bought other accessories, too, at their neighbor- 
hood service stations. 


Can you hear those cash registers chiming a 
chorus of sales? Whose tires, whose batteries, 
whose accessories are being sold—YOURS? 
Are you getting your share of this oil company 
TBA* business? Know how to get it? Where to 
start? Whom to see? 


There is a particularly effective method of 
soliciting this business; an inside track to the oil 
jobbers and major oil company marketing men 
who decide what TBA items shall be sold. It’s 
advertising in National Petroleum News. 


National Petroleum News reaches market- 
ing management men in oil jobber organizations 
and major oil companies—the men who direct 
the packaging, storage, transportation and sales 
of petroleum products, PLUS the purchase and 
resale of tires, batteries and accessories. 


If you want TBA business, the first logical 
step is an advertising campaign in National 
Petroleum News. 


*TBA is the oil industry's designation for tires, batteries and accessories. 


NATIONAL PETROLEUM NEWS 


A McGRAW-HILL PUBLICATION 


Publishers of the 
Annual TBA Directory 
& Buyer’s Guide 


Member of Associoted Business Publications 
and Audit Bureow of Circulotions 


Publication offices: 330 West 42nd St., New York 36, N. Y. 
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PUBLIC RELATIONS 


takes down personal packages and 
messages and does other little things 
to keep customers happy. He has 
never told me, but somehow I have 
the impression that he feels he earns 
his pay. 

Let’s get down to our own retail 
outlet and how we can better things 
there. We have a good location, well 
equipped, and as good a gasoline as 
any of our competitors. 

We have RPM motor Oil, as good 
as the best; Delo Special, which our 
competitor does not have, and RPM 
10-30 Special, the very finest the in- 





dustry can make. All we need to do is 
sell this merchandise. 

How are we going to do this? We 
can do this job if everyone will do his 
level best. We are going to have to 
work as a team to do it well. The fly 
ball that is going to fall half way be- 
tween center and right field must be 
handled. Let’s both be there. 

To all of us who get the paychecks 
we feel we earn, I want to say just 
this: GET UNDER THE HOOD OF 
EVERY CAR THAT STOPS IN THE 
DRIVEWAY. 

Show how unsafe that tire is. Try to 





Any” 


wie LU Bar 


SELLS MORE OIL! 


Displays four 
times as much! 


With LuBar, you merchandise nearly 
four times as much oil as the average 
station displays... four times the 
profit potential! LuBar holds 96 
quart cans, with access to stock 
from both sides, yet requires no 
more space than a gasoline pump. 
It’s the proved way to reap bigger 
packaged oil profits. 


Improves Service — 
Island appearance! 


In appearance, LuBar teams up per- 
fectly with other modern station 
equipment. Within arm’s reach of 
cars from either direction, it saves 
you countless steps, speeds up sales 
and service. Tamper-proof, with 
locking panels. Standard red baked 
enamel, or choice of any other 
solid color. Available for adver- 
tising globe, overhead lights, or 
modern Stationliter. 


For Full information Write for Bulletin 1199 





Look at LuBar’s built-in 
convenience features 








Front and back SA€Etabsfurnished Metal”can-tainer” 
panels may be at- ..for quick weight holds empty cans 
tached on side, 


identification, for disposal later, 








OKHEIM 


General Products Division 


TOKHEIM CORPORATION 


Designers and Builders of Superior Equipment 


1650 Wabash Ave. 


Since 1901 Fort Wayne 1, Ind. 


Factory Branch: 1309 Howard Street, San Francisco 3, California 


Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto, Ont. | 





sell a new one or a set. The very worst 
a customer says is no. The first two or 
three might say no. Then the fourth, 
when shown he needs a quart asks you 
how long it will take to change his oil. 
You feel like you have been paid for 
your effort. 

The “good old days” are over. Our 
competitors are walking around with 
lists in their pockets that have OUR 
CUSTOMERS’ names on them. The 
only way to overcome this is to work 
harder than they do. I am not asking 
anyone to work more hours. I am ask- 
ing everyone to do his very best all the 
time. Sell every dollar’s worth you 
possibly can to everyone you can. 

Let’s suppose that Joe knows some- 
one who is in the market for some 
burner oil. Work on him. A few thou- 
sand gallons of this business would 
help. Or the guy whose stalled car 
you had to help push is a good bat- 
tery prospect. These things are not 
part of your job, but just because a 
man’s job has certain limits is no rea- 
son for him to lose sight of what 
makes his job in the first place. 

In conclusion, if we all do our level 
best, everything will be fine. We will 
still have our jobs, the sales depart- 
ment will get its paychecks. The man- 
ager will be able to make his report 
to higher-ups of progress made. Pipe 
line men will be laying pipe, drillers 
drilling, geologists tramping around 
(also killing rattlesnakes with short 
sticks), and land and legal depart- 
ment men will be busy on leases. This 
is where we came in. 

That is where pay checks come 
from. 


School Program Parley 
Scheduled by OIIC 


The first national Oil Industry In- 
formation Committee conference on 
its school program will be held March 
1 and 2 at the Conrad Hilton hotel in 
Chicago. 

The conference will aim at enabling 
more oil men and companies to famil- 
iarize themselves with the program, 
and will serve as a forum at which oil 
men and educators can discuss mutual 
problems. 

Adm. H. B. Miller, OI[C executive 
director, said that since the school 
program was started in 1950 it has 
grown from a pilot operation affecting 
only high school students in 24 coun- 
ties to a coverage of about 1,000,000 
students in both junior and senior 
high schools in every state. 

He added that the conference 
agenda is being worked up and that 
session speakers will be announced in 
the near future. 
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EQUIPMENT 


Packaging Installation Works On Air Pressure 


A packaging installation produced by Barrett Mfg. Co. works entirely on 
air pressure, requiring no electrical connections. The installation, consisting 
of an automatic filling machine (left) and crimping machine, is custom tailored 
to each purchaser. With the equipment, a two-man crew can fill, seal and 
stamp up to 15 five-gallon (35 Ib.) containers per minute. The machines also 
will handle 100 and 120-lb. containers. Both units are mounted on retractable 


wheels to simplify relocation. 


HAND 
CLEANER 


Hand Cleaner Dispenser 


A new dispenser for Quickee water- 
less hand cleaner is inexpensive and 
has no gears or glass. The company 
also is putting out the hand cleaner 
in a special five-pound can to fit the 
dispenser. The company said dispen- 
sers will be sold at cost with shipments 
of the cleaner. Tudor Chemical Spe- 
cialties, Inc. 

Circle No. 1 on Reply Coupon 


Steel Pump Island Forms 


Steel Pump island forms designed 
to save concrete now are available in 
new lengths to meet the demand for 
longer service station islands. The 
forms, which can be filled with dirt 
topped by a two or three-inch layer 


of concrete, are available in lengths 
of 12 to 28 ft. They are 12 in. high 
and come in widths of 3, 34% and 4 ft 
W. B. Goode Co. 


Circle No. 2 on Reply Coupon 


Fire Extinguisher Cabinet 


An “all-weather” fire extinguisher 
cabinet is suitable for use on tank 
trucks. Weatherstripping protects the 
extinguisher inside from road slush 
and water, a lock provides insurance 
against theft and tampering, yet the 
cabinet opens easily and rapidly. The 
cabinet also can be mounted on sta- 
tionary installations. Eberhard Manu- 
facturing Co. 

Circle No. 3 on Reply Coupon 


on EN 


Pouring Spout 


A pouring spout for transferring 
liquids to smaller containers fits bottle 
openings from 1 to 1% inches and 
has a flow capacity of slightly more 
than one gal. per minute. The spout is 
designed to provide a smooth flow 
without spurts or splashes. It is made 
of acid-resistant rubber and plastic 
tubing. General Scientific Equipment 
Co. 

Circle No. 4 on Reply Coupon 








FOR FURTHER INFORMATION 


On Any Equipment or Literature Described in This Issue 


HERE’S WHAT YOU DO: 


Circle the number on the coupon on next page which 
corresponds to the one that appears at the end of the 
item in which you are interested. 

Fill in your name, address, etc. 


Clip the coupon. 


Mail it to the Readers’ Information Service, NATION 
AL PETROLEUM NEWS, 330 W.42nd St., New York 36, 


N. Y. This department will forward your inquiry to the 


manufacturer. 
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Fuel Filter 


A patented filter which the manu- 
facturer claims will remove 100% of 
the water from Diesel and other fuels 
is being introduced this year. The 
filter is a combination unit mounted 
in series, consisting of a fuel filter and 
water separator unit. Both filters use 
replaceable cartridges. The new filter 
was tested for more than a year be- 
fore being added to the company’s 
line. Fram Corp. 


Circle No. 5 on Reply Coupon 


Emulsion Cleaners 


Seven new emulsion cleaners offer 
a simple spray-on method of removing 
grease and oil from metals and ma- 
chinery. The cleaners react as soap 
does with water when added in small 
amounts to petroleum solvents. They 


increase the penetrating power of the 
solvents, speed cleaning action and 
improve rinsing properties. The line 
offers a cleaner for every use, accord- 
ing to the manufacturer. Turco Prod- 
ucts, Inc. 

Circle No. 6 on Reply Coupon 


Fire Extinguishers 


A new line of air pressurized fire 
extinguishers aré ready to use imme- 
diately after a fire starts. The operator 
simply pulls a pin and squeezes a 
lever. The extinguishers have no gadg- 
ets. and do not require inverting or 
other handling before they are ready 
to use. When only partially used, they 
can be left standing without loss of 
air pressure should a fire reflash be- 
fore they are recharged. American- 
LaFrance-Foamite Corp. 


Circle No. 7 on Reply Coupon 





Electric Motors 


The L.A. line of electric motors has 
been completely redesigned to meet 
new National Electrical Manufactur- 
ers’ Assn. rating standards. The mo- 
tors are available in all standard en- 
closures—open drip-proof, totally en- 
closed fan-cooled, and explosion-proof 


—in power ratings up to 40 hp at 
3,600 rpm. As a result of the redesign, 
they provide more power in smaller 
external dimensions without sacrific- 
ing motor service, the manufacturer 
claims. Louis Allis Co. 


Circle No. 8 on Reply Coupon 





Tune-Up Tester 


Faster and better engine tuneups 
are Claimed by the manufacturer for 
the new Sun Tune-up Tester. The 
device, which has great mobility and 
is mounted at waist height, makes 
several tests including cranking volt- 
age, ignition timing, secondary effi- 
ciency, ignition test, engine vacuum 
and operating voltage. The tester is 
easy to use and instruction at the time 
of delivery is included in the purchase 
price. Sun Electric Corp. 

Circle No. 9 on Reply Coupon 





Readers’ Information Service 
330 West 42nd Street 


NATIONAL PETROLEUM NEWS 
New York 36, N. Y. 

















NATIONAL PETROLEUM NEWS 


A MecGRAW-HILL PUBLICATION 


Le ee ee ee ae cee ee ee ee ee ee es ee 








54 





BARRETT automatic 
Filling and Crimping Equipment 
for handling greoses ond other 

viscous fluids. 

@ No operator required. 

@ 100% air operated. 

Fills, seals, stomps ond counts lug 
cover pails. Output of 15 pails per 
minute. Write for details on installo- 
tion to meet your requirements. 


eee fe ve 


Wanufacturing Co. 





4330 
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ILLINOIS 








INDIANA 





Everything in Bulk Plant 


d 
Service Station Equipment 
INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 











MICHIGAN 





R. V. SEAMAN CO. 


Michigan’s largest wholesaler of 
truck tank, service station and 
bulk plant equipment. 
SAGINAW—DETROIT— 
GRAND RAPIDS 











NEW JERSEY 





EQUIPMENT 
for the 


OIL INDUSTRY 
. 
Rebuilt 
PUMPS — METERS — REGISTERS 
* 


PARTS FOR MOST PUMPS 
* 
TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson 3, N. J. 











PUTING Refinished like new 


Exchanged or sold 


Prices reasonable 


SERVICE SPECIALTIES INC. 


205-15th ST JERSEY CITY 2,N) 


NEW YORK 





RENICK & MAHONEY, INC. 
New You 10, N'Y. 
Bulk Plant—Truck Tank and 
Service Station Equipment 
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LITERATURE 





Flexible Tubing Book 


An eight-page illustrated data book 
catalogs flexible tubing and explains 
its use in air, oil, steam, gas and vola- 
tile installations. Included are sections 
on steel, bronze and aluminum tubing 
and hose in many types of construc- 
tion—blower and ventilation hose; tar 
and asphalt hose; tank car hose; Diesel 
piping; marine unloading hose; barrel 
fillers, and others. Application photo- 
graphs also are reproduced in the 
booklet. Penflex. 


Circle No. 10 on Reply Coupon 


Timing Light Manual 

Cartoons and a humorous treatment 
are used in a 20-page manual for Auto- 
Test power timing lights. Included are 
operating instructions for the three 
timing lights manufactured by the 
company. A copy will be provided 
with each timing light in all future 
sales, the manufacturer said. Auto- 
Test, Inc. 


Circle No. 11 on Reply Coupon 


Corrugated Aluminum 


Corrugated aluminum roofing and 
siding and its applications are de- 
scribed in a 16-page booklet. Methods 
of applying the materials are described 
in detail, accompanied by comprehen- 
sive drawings. Information on fasten- 
ers and application accessories are 
included in the booklet and details on 
the construction of an insulated indus- 
trial wall are a feature of the pamphlet. 
Aluminum Co. of America. 


Circle No. 12 on Reply Coupon 


Sign Bulletin 


Porcelain enamel identification 
signs for machinery, equipment and 
trucks are described in a new four- 
page bulletin. The signs, whose sur- 
faces are resistant to dirt, heat, grease 
and other hazards, are claimed to 
last the lifetime of the unit. The com- 
pany’s design department will assist in 
planning styles for the signs. Ingram- 
Richardson Mfg. Co. 


Circle No. 13 on Reply Coupon 


Lift Truck Catalog 


An eight-page illustrated catalog 
now is available giving details on 
Hyster’s 4,000-Ib. capacity lift truck. 
Complete description, specifications 
and on-the-job photos of the all-pur- 
pose truck are included in the catalog. 
Hyster Co. 
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NORTH CAROLINA 


THERE'S A Gasboy PUMP 


FOR EVERY SIZE CONSUMER ACCOUNT 


TURNER EQUIPMENT CO., INC. 
600 N. James St., Goldsboro, N.C. 





OHIO 








TULLER EQUIPMENT CO. 


7 W. Goodale St. Columbus 8, Ohio 
Complete Petroleum Service 


Builders of Service Stotions 
ond Bulk Plonts 





PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 


334 Bivd. of Allies apes 22, Pa. 


Rutledge Service Station le 
GGB ene ets 4 a al 
ittings 
Gronco Pumps G Meters—Air 
Compressors 








West Penn Oil Equipment Co. 
512 Sandusky St. Ceder 1-8822 
Pittsburgh 12, Pa. 

Bulk & Service Station Equip. 

Erie Computing Pumps 
Pittsburgh Equitable Meters 
Roper & Marlow Pumps 








E. O. HABHEGGER CO. 


Fairmount Ave., at 24th St. 
PHILADELPHIA, 30 


HABHEGGER 


For The Petroleum Industry 
BULK PLANT: 
TRUCKS—SERVICE STATIONS 














What Do You Want? 


If you don’t find it in the 
Classified Section Page 75, then 
place an ad there yourself and 
tell the other 15,419 readers 
what you want. This will save 
you time and money. 














NEWS OF MANUFACTURERS 





The Arthur B. Anderson Co. is a 
new sales representative for the Ham- 
mel-Dahl Co., Providence, R.I. The 
Anderson company, located in Min- 
neapolis, Minn., will represent Ham- 
mel-Dah| throughout Minnesota, 
North Dakota, South Dakota and 
part of Wisconsin. 

o 
Westinghouse Reorganizes Unit 


The southeastern and Carolinas dis- 
tricts of the Westinghouse Electric 
Supply Co. have been incorporated 
into a new organization known as 
the Southeastern Region, Consumer 
Products. Headquarters are in Atlanta. 
L. G. Hardy has been appointed re- 
gional manager. 

o 


Emjay Opens New Branch 


Emjay Maintenance Engineers, 
Rutherford, N.J., have opened a new 
branch in Philadelphia, Pa. In charge 
of operations in the area will be 
Charles A. Connell, vice president. 

* 


Packaging Machinery Meeting 


The spring meeting of the Packag- 
ing Machinery Manufacturers Insti- 
tute will be held on April 3-4, 1954, 
at the Hotel Dennis, Atlantic City, 
N. J. 


7 
New Rust Preventive Plant 


The Nox-Rust Chemical Corp., 
Chicago, is placing a new plant in 
operation at 47th St. and Central Ave. 
Company also is moving executive 
and sales offices to a new downtown 
location at 333 North Michigan Ave. 





UNITED PUMP SUPPLY, INC. 


1701 S. LAMAR 


DALLAS, TEXAS 


SALES & SERVICE 


BUCKEYE VALVES: COX WELLS: 
EVER-TITE: GOODRICH HOSE: 
GRANCO PUMPS: JOYCE LIFTS: 
MARLOW PUMPS: OILCO LOAD- 
ING ARMS: PIPE: PIPE FITTINGS: 
SMITH METERS: TOKHEIM 
PUMPS: WESTINGHOUSE AIR 
COMPRESSORS. 





WEST VIRGINIA 


SMITH METERS 
H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Va. 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 

















Packaging Plant 


A second plant has been opened by 
Pack-It, Newark, N. J. This new fa- 
cility will handle contract packaging 
and private label work. The company 
packages household and automotive 
products, chemicals, insecticides and 
other products. 

es 


Colton to Make Microballoons 


Final papers have been signed grant- 
ing Colton Chemical Co. of Cleveland 
a license to manufacture and sell 
microballoons, developed by Standard 
Oil Co. (Ohio). 

Sohio, which does not manufacture 
the microballoons, to date has licensed 
only one other company, Union Car- 
bide and Carbon Corp.’s Bakelite 
Division, to made the tiny plastic balls 
that are said to slash evaporation 
losses on stored crude oil. 

Colton will produce the microbal- 
loons temporarily at an existing plant, 
planning to have them on the market 
in from six to eight weeks. Later, 
production will be shifted to a pro- 
posed new plant at Chagrin Falls, 
Ohio. 

The company now is exploring the 
application of microballoons to the 
production of building insulation, as 
lightweight aggregate in plaster and 
as fillers for polyester resins. 

+ 


St. Pierre Buys Wrench Firm 


Assets of the Trimont Manufactur- 
ing Co., a Roxbury, Mass., wrench 
manufacturing firm, have been pur- 
chased by St. Pierre Chain Corp. of 
Worcester, Mass. Trimont will operate 
as a division of the St. Pierre com- 
pany. 


PERSONALS 


Elmer W. Wheaton, with Wheaton 
Brass Works of Union, N.J. since 
1933, is the new president of the 
company. He succeeds A. Warren 
Wheaton, founder of the company, 
who resigned the presidency to be- 
come chairman of the board of 
directors. Robert F. Wheaton was 
elected executive vice president in 
charge of manufacturing and W. J. 
Schultz is vice president and sales 
manager. 





* 

Eleven executive changes have been 
reported by Trailmobile, Inc. The men 
and their new positions are Louis F. 
Manneschmidt, Eastern division man- 
ager; J. J. Mooney, assistant branch 
manager at Philadelphia; Paul Camp- 
bell, Baltimore branch manager; M. D. 
Kent, Denver branch manager; D. A. 


Pengelly, assistant branch manager at 
Syracuse, N. Y.; John D. Woollett, 
Youngstown, Ohio, branch manager; 
C. L. Schweitzer, assistant Omaha 
branch manager; Charles Gallina, 
Birmingham, Ala., branch manager; 
Robert Weismueller, Nashville branch 
manager; George Willis, Charlotte, 
N. C. operations manager, and C. J. 
Strook, West Coast operations man- 
ager, On special assignment. 
* 


Charles B. EI- 
ledge of General 
Electric Co., 
Schenectady, 
N.Y., has been 
elected president 
of the Material 
Handling Insti- 
tute, Inc., replac- 
ing Howard M. 
Palmer, Lewis- 
Shepard Prod- 
ucts, Inc., Water- 
town, Mass., who becomes a director. 
Walter E. Schirmer and Edward W. 
McCaul were elected first and second 
vice presidents. 


Charles B. Elledge 


Fred Mackey, 
vice president in 
charge of manu- 
facturing for A. 
O. Smith Corp., 
has been trans- 
ferred to the 
company’s Mil- 
waukee headquar- 
ters to take larg- 
er responsibilities 
in administering F. Mackey 
company - wide 
manufacturing problems. Mr. Mackey 
has been directing defense goods pro- 
duction. Arnold J. Ristow, manager 
of the Rochester plant, will join Mr. 
Mackey’s staff. 

* 


John E. Brown has been appointed 
district sales manager of the north 
central territory for St. Paul Hydraulic 
Hoist. His territory will include dis- 
tributors in Milwaukee, Ft. Wayne, 
South Bend and Indianapolis, Ind.; 
Decatur, Springfield and Chicago, IIl., 
and Davenport, Ia. Mr. Brown joined 
Gar Wood Industries, Inc., parent 
company of the St. Paul firm, in 1928. 


Dr. R. W. Sandelin has been ap- 
pointed technical director for the Al- 
loy Metal Wire Co., a division of 
H. K. Porter Co., Inc. Dr. Sandelin 
formerly was with the company’s 
Connors Steel division as chief metal- 
lurgist. 
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With the help of Advertising 





You have this.......... Instead of this 


The credit for the many wonderful products of our 


e.®@ “American Way of Life’? must be divided. The Inventor, the 
erticin Investor, the Businessman, the Worker—all rightfully 
share that credit. BUT . . . it is Advertising that tells the 
story of the product; it is Advertising that whets public 


2 appetite for the product; and it is Advertising that helps 
Ben it sell the product. AND... the more product-demand that 
Advertising builds, the more products must be manufactured. 


That means Mass-Production which, in turn, means better 
products at lower prices. In short, a still higher American 


' @ living standard. S@®. . . everyone benefits. Industry, 
Business, Labor, Agriculture. But, most important of all, 
You the citizen. 
And all with the help of Advertising! 
ADVERTISING FEDERATION OF AMERICA and ADVERTISING ASSOCIATION OF THE WEST © (Prepared by the Cleveland Advertising Club) 
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ats 
face it 


HAVE YOU A DISASTER PLAN FOR YOUR PLANT? 


BOMBS...OR FIRE...OR FLOOD...OR TORNADO 
++. you can handle them if you act now. 


Let’s face it ...the threat of war and the atomic bomb 
has become a real part of our life—and will be with us 
for years. Fires, tornadoes and other disasters, too, can 
strike without warning. 


Whatever the emergency is, everybody’s going to 
want help at the same time. It may be hours before out- 
side help reaches you. The best chance of survival for 
you and your workers—and the fastest way to get back 
into production—is to know what to do and be ready to 
do it. Disaster may happen TOMORROW. Take these 
simple precautions TODAY: 

[|_| Call your local Civil Defense Director. He'll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with community 
Civil Defense action. 

[ | Check contents and locations of first-aid kits. Be 
sure they’re adequate and up to date. Here, again, your 


58 


CD Director can help. He’ll advise you on supplies 
needed for injuries due to blast, radiation, etc. 

|_| Encourage personnel to attend Red Cross First-Aid 
Training Courses. They may save your life. 


|_| Encourage your staff and your community to have 
their homes prepared. Run ads in your plant paper, in 
local newspapers, over T'V and radio, on bulletin boards. 
Your CD Director can show you ads and official CD 
films or literature that you can sponsor locally. Set the 
standard of preparedness in your plant city. There’s no 
better way of building prestige and good community 
relations—and no greater way of helping America. 


Act now ... check off these four simple points... 
before it’s too late. 
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"Ze@)Nke - - - interpreting the oil news 


Midwest 


By Leonard Castle 


Tax Law Helps Refiners 


Minnesota oil men report that a 
tax concession bill enacted by the 
1951 legislature has played an impor- 
tant role in helping to promote the 
development of new refineries in the 
State. 

With additional refinery construc- 
tion either about to begin or contem- 
plated, the measure’s effect on Min- 
nesota’s economy is likely to be felt 
for many years. 

The bill classifies real estate used 
for oil refineries on the basis of 27% 
of full and true value instead of 40%, 
as for other industrial properties. The 
tax base for personal property, which 
includes inventories, is set at 17%, 
instead of 33'4% of the full and true 
value. 

Primarily responsible for enactment 
of the bill was a small group of oil 
men including B. A. Brokaw, then di- 
rector of the Petroleum Division, De- 
partment of Taxation, and now South- 
west District sales manager for Deep 
Rock Oil Corp. in Tulsa; Don Dickey, 
Wayzata jobber; Arthur B. Anderson, 
Minneapolis oil equipment jobber; and 
H. F. Horning, secretary of the North- 
west Petroleum Assn. 

Since the measure became effective, 
there have been these developments: 

International Refineries, Inc., con- 
structed an 11,000-b/d refinery at 
Wrenshall, Minn., outside Duluth, 
which went on stream last year. 

The recently organized Great 
Northern Oil Co. will begin construc- 
tion this spring of a 20,000-b/d plant 
in the St. Paul area. Completion is 
expected late in 1955. William J. 
Carthaus, former vice president of 
manufacturing and distribution for 
Deep Rock, took over as president of 
Great Northern on Feb. 1. 

Northwestern Refining Co. is plan- 
ning to double the capacity of its plant 
in St. Paul Park, increasing it from the 
present 15,000 b/d to 30,000 b/d. 

J. G. (Doc) Jordan, marketing vice 
president of Shell Oil Co., announced 
that Shell is contemplating the con- 
struction of a refinery in the Twin 
Cities area within the next five years. 

Discussing the effect of the tax leg- 
islation in these refinery programs, one 
oil man commented: 


“It is an established fact that Inter- 
national Refineries would not have 
built the Wrenshall plant were not this 
tax advantagé presented to them. The 
expansion in the Northwest Refinery 
might have taken place to a degree, 
but it’s certainly within the realm of 
speculation that they wouldn’t have 
gone as far as they have if it were 
not for the fact that some of the high 
costs of operating in that northern 
area can be offset by this tax aid. 

“It also is inconceivable that Shell 
would be speculating on the proba- 
bility of building a large refinery in 
the area if there was even an outside 
possibility that there would be any 
radical change in the Minnesota law 
affecting this type of industry. 

“While this legislation may have, to 
some small degree, reduced the tax 
dollars from this type of industry 
available to the state and local gov- 
ernments, the additional payrolls, peo- 
ple, and other activities connected 
with a refinery in the long run, will 
far more than exceed any small loss 
in taxes that may have occurred.” 


Suggestion for Suppliers 


A prominent Kansas jobber has a 
plan which he believes would save 
money for some supplying companies 
and make their marketing operations 
more efficient, while at the same time 
benefiting numerous Independent dis- 
tributors. 

As he explains it, many of the 
supplying companies operating in 
Kansas, particularly Independent re- 
finers, are serving numerous small 
jobber accounts. Kansas has some 800 
jobbers but a great many of them are 
small, with annual gallonage of 300,- 
000 to 400,000. But the supplier still 
must service each of them individu- 
ally, and keep records on each, re- 
gardless of size. 

The jobber’s idea is that the sup- 
plying companies turn over these small 
accounts to one large jobber in a 
specific area. They, in effect, would 
become sub-jobbers. The big jobber 
would handle the distribution for three 
or four counties in his area and would 
assume ail responsibility for delivery, 
credit and collections, advertising, 
sales promotion, etc. 

Instead of dealing directly with 
maybe 20 or 25 small accounts in a 
given area, the supplier would deal 
with only one. This would reduce his 
operating costs, and part of the sav- 
ings would be passed on to the jobber- 
supplier. The jobber, in turn, would 
increase his gallonage, and presum- 
ably, his profits, by a substantial 
amount, in this jobber’s opinion. 
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Atlantic Coast 


By 
Raymond E. Bjorkback 


Left in the Middle 


Consumer complaints over Janu- 
ary’s quick succession of heating oil 
price increases have been getting un- 
der the skins of Independent mar- 
keters in the Northeast. 

They don’t like the thought of the 
capital that gas heat competition will 
make of the situation. 

Connecticut marketers have “never 
had so many calls in history.” 

Now the Connecticut Petroleum 
Assn. has told the president of every 
major company operating there that 
this probably wouldn't have happened 
if those companies had just explained, 
when the increases were made, why 
they were necessary. 

“It would have been much better 
public relations,” wrote CPA Presi- 
dent Walter P. Macauley, president of 
Wyatt, Inc., New Haven tanker ter- 
minal operator. 

“There has always been a very 
logical reason for any increase . 
and it should therefore behoove each 
and every company to furnish its deal- 
ers and distributors with a clear ex- 
planation for the increase, so as to 
prevent a recurrence of the chaos 
caused by the last two increases.” 


Larger Loads Soften Tax 


Some New York State jobber-dis- 
tributors have found that one way of 
easing the bite of the Empire State's 
ton-mile tax is to get larger No. 2 fuel 
loads on the road and still stay within 
the weight limit for two-axle trucks 
and satisfactory wheelbase bounds for 
retail operations. 

They're doing just that with a par- 
ticular (White Motor) tilt-cab truck, 
using 2,600 or 2,700-gal. tanks. 

A distributor using a 2,600-gal. tank 
on this truck says the unit, put in 
service Jan. 2, has a 15% lower per- 
gallon: operating cost than the average 
for his other trucks. The older trucks, 
including one cab-over-engine vehicle 
of a different make, have 1,800-gal. 
and 2,000-gal. tanks. 

Average cost for the latter is 1¢ 
per gal.; for the 2,600-gal. truck, 
0.85¢. 

A distributor who has individual 
performance records only in terms of 
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REGIONS 


gasoline consumption, reports getting 
about twice the mileage with the tilt- 
cab truck, carrying a 2,700-gal. tank. 
The comparison is with 2,500-gal. 
trucks, some cab-over-engine, some 
“straight-cab.” 

Mileage for the latter units is 2.2 
mi. to 2.5 mi. per gal. For this dis- 
tributor’s two 2,700-gal. trucks, first 
of which was bought about a year ago, 
it’s 4.8 mi. to 5.0 mi. The calculations 
include gasoline used in pumping. 

The new trucks have a wheelbase 
of 145.5 in. Full No. 2 loads bring the 
axle weight to “just under the state 
limit” of 35,160 lb., both distributors 
find. 


Railroads Behind It 


Railroads operating in New Jersey 
are out in the open—for the first time 
—as working for a ton-mile tax law 
there. 

And New Jersey oil marketers are 
bracing themselves for another ham- 
mer-and-tongs fight such as they went 
through last year. The 1953 ton-mile 
proposal died in legislative committee. 

The railroads showed themselves 
this time with a press release indi- 
cating that it was just the forerunner 
of a whole publicity campaign. 

The release outlined the Associated 
Railroads of New Jersey’s “reasons 
for joining” a new Citizens Commit- 
tee for Equitable Highway Taxation. 
Then it said the railroads, “with the 
help of their public relations coun- 
selors” will “join with the many other 
interested groups in explaining to the 
public and campaigning vigorously 
for the weight-distance tax advocated 
by the new committee.” 

Subsequently, the committee re- 
ported to the legislature that heavy 
truck traffic is “ruining” the state’s 
highway system. 


Gallonage Was Second 


Motor fuel gallonage on the New 
Jersey Turnpike increased just 15.5% 
last year over 1952 while the number 
of toll-paying vehicles using the super- 
highway went up 22.6% according to 
the New Jersey Turnpike Authority’s 
annual report. 

The report doesn’t disclose com- 
parative gallonage figures for the two 
years. However, in 1952, between 
15,000,000 and 16,000,000 gal. of 
gasoline reportedly were sold by the 
(exclusive) service station concession- 
naire, Cities Service. 

Part of the failure of 1953 gallon- 
nage to keep pace with the increase 
in traffic may have been traceable to 
a sharp rise in short-trip commuter 
traffic in the northern section of the 
turnpike. 
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This factor is held “largely account- 
able” by the turnpike authority for a 
decline in the average toll paid per 
vehicle using the highway. The aver- 
age dropped to 87.2¢ from 1952’s 
90.5¢. 

The authority points out that mo- 
torists can make “major savings in 
travel time” between New York City 
and the Newark, N.J., airport by using 
the turnpike between the airport and 
the Lincoln Tunnel or George Wash- 
ington Bridge. 

On sales of products other than 
motor fuel, and services, the service 
station showing was markedly better 
last year. Dollar volume here was 
up 42%. 

Also, travel on the turnpike by com- 
mercial vehicles registered healthy 
gains. Truck usage (number of ve- 
hicles) increased 49.4%. 

At the same time, toll revenue from 
trucks increased just 38.8%, indicat- 
ing a rise in short-haul truck traffic, 
too. 


Pacific Coast 


By Frank Breese 





Medicine in Industry 


A group of oil industry executives 
have taken off a ton and a quarter of 
excess weight, the result of a program 
which stresses the health hazard in 
being overweight. 

Dr. E. P. Luongo, medical director 
of General Petroleum Corp., told 
about his company’s program recently. 
Success of the program was deter- 
mined by studying 250 company ex- 
ecutives who weigh 2,500 pounds less 
than they did two years ago, an aver- 
age of 10 pounds to the man. 

Telling about his work as a doctor 
in industry, Dr. Luongo declared that 
preventive medicine is the largest sin- 
gle benefit industrial physicians bring 
to company employes. Physical exam- 
inations, he said, are the most impor- 
tant tool in preventive medicine. They 
facilitate placement of workers in ac- 
cordance with the individual physical 
or mental fitness. They acquaint the 
worker with his physical status and 
assist him in improving and maintain- 
ing personal good health. They safe- 
guard the health and safety of others. 

Periodic checkups tell a worker 
whether he should go to a private 


doctor. Dr. Luongo said about 50% 
of employes examined have defects 
needing correction, and they are refer- 
red to their private physicians or 
dentists. 

“This phase of industrial medicine 
can properly be called preventive, con- 
structive, educative and anticipatory 
medicine,” remarked the doctor. 

He pointed out that private and 
industrial physicians have a common 
responsibility in bringing benefits to 
the “total” or “whole man” that lives 
in a community. The patient, though, 
recognizes no lines of demarcation as 
to industrial or private physicians, 
said Dr. Luongo. 

“If his wife throws the breakfast 
dishes at him—and connects—we doc- 
tors might arbitrarily classify the pa- 
tient as a ‘private case,’” said Dr. 
Luongo. 

“If she misses and he retreats to his 
job to become, as a result of his pre- 
occupation with his personal troubles, 
the victim of an accident, do we gain 
by arbitrarily classifying him as an 
‘industrial case’? 

“There must therefore be a good 
understanding between the private and 
the industrial physicians as to how 
these two branches of medicine can 
work as a team toward a common 
goal.” 

The industrial physician works 
closely with industrial safety experts 
in reducing work hazards, and is often 
called upon by foremen and super- 
visors to counsel with employes who 
show evidence of personal emotional 
problems, said Dr. Luongo. 

“The old ideal country-doctor re- 
lationship consisted mainly in good 
two-way communications between the 
doctor and the patient. In a busy 
private, medical office these communi- 
cations may be difficult, especially in 
these days of overspecialization in 
medicine,” Dr. Luongo said, “Many 
industrial physicians are helping to 
hold this gateway of communication 
open.” 


New Richfield Building 


The new four-story annex to Rich- 
field’s headquarters building, now un- 
der construction in Los Angeles, will 
be the nation’s first multiple-story 
structure using “prestressed” concrete 
structural beams and floor slabs. Con- 
crete is given extra strength by tight- 
ening quarter-inch steel wire running 
through it. The usual reinforced con- 
crete or structural steel members will 
not be used. The $1,000,000 building 
is scheduled for completion by the 
end of the year. 
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EDITORIALLY SPEAKING 


Suppliers Should Back Jobber Groups 


Among the most powerful forces for the general industry 
good are the state oil jobber associations, now nearly 30 strong. 

Most of these associations have been going concerns for a long 
time. A few have been organized fairly recently, as in Mississippi, 
Texas and Wyoming. But, young or old, the objective of each is 
the same—the advancement of the Independent jobber segment 
of petroleum marketing. 

Many are the evidences of the noteworthy services performed 
by the state jobber associations. These services are greatly en- 
hancing the status of the individual jobber and of the collective 
group. 

What is more important, and tended to be ignored by some 
suppliers, is the fact that as they improve themselves through 
organization the jobbers also broaden their knowledge and under- 
standing of the industry of which they are an integral and vital 
part. And so they become increasingly better able to contribute 
to the wise solution of their industry’s many problems, and to 
lend a helping hand wherever needed. 

The industry, in general, is vastly better off for having these 
associations. It ought to encourage the formation of more of 
them. In those states that already have associations, suppliers 
should actively urge their distributors who as yet may not be 
members to join up and to accept wholeheartedly the respon- 
sibility that goes with being a member of some committee. The 
experience will help the individual, it will help his association 
and, even more important, it will help his industry. 

It was this sort of encouragement that the American Petroleum 
Institute’s Jobber Advisory Committee had in mind when, at 
Chicago last November, it adopted a resolution requesting sup- 
pliers to support the state oil jobber associations. 

The mere adoption of the resolution was not enough, how- 
ever. What is needed now is follow-through by each supplying 
company. 
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Topheavy Inventories Depress Gasoline 


By Marvin Reid, NPN Staff Writer 


Pricewise, there wasn’t much activity in whole- 
sale markets for petroleum products east of the 
Rockies the past week. But most refiners continued 
their all-out efforts to move burdensome gasoline 
inventories. 


Other products, and mainly light and heavy 
fuel oils, were in fair to good demand as result 
of cold weather in most consuming areas. The 
few price changes reported by refiners generally 
centered around heavy fuel in the Philadelphia 
area, and gasoline at the Gulf Coast and in the 
Midwest. 


In the Philadelphia area, Sun Oil Co. raised its heavy 
fuel prices 5¢ bbl. for tank car lot deliveries, to $3.23 for 
No. 4, $2.99 for No. 5 and $2.23 for No. 6. Sun was last 
major to advance its prices, following increases reported 
by several other suppliers the previous week. 

Gulf Coast 95 Oct. Down—At the Gulf, meanwhile, 
95 oct. premium gasoline was off 0.25¢, ranging upward 
from 12.5¢, when one refiner reported offering three 
cargoes at that price. Also, in the Midwest, Mid-Continent 
and Chicago district areas, both premium and regular gaso- 
lines were off 0.25¢. 

Gulf coast refiners, however, seemed to be more des- 
perate in their search for gasoline buyers than refiners in 
other areas. 

There was a lot of talk about sellers’ offerings at lower 
prices, and aviation gasoline and prompt No. 2 fuel—in 
relatively good demand and tight supply—were being used 
by some as “trading bait” to move motor fuel. 

With the big gasoline season not too far off, however, 
some refiners at the Gulf and in the Midwest said they were 
content to “sit” on their stocks and not try too hard to 
move material “on today’s depressed market.” 

Cold Wave Helps Fuels—Some refiners also pointed out 
that, should present cold weather continue for a few more 
weeks, the industry should enter spring and summer in 
much better shape than it did last year, when it went into 
the heavy gasoline consuming season with topheavy fuel 
oil stocks. And, as far as the past week was concerned, 
shipments of fuel oils were in large volume. 

Burning oils were described as “very scarce” at some 
Great Lakes pipe line terminals, with some companies 
having only one or two days’ supply of Nos. 1 and 2 fuels. 
There also was new spot demand for distillates at the Gulf 
following colder weather up north. East Coast marketers 
reported big consumption of light fuels. 

Midwest Residual Eases—Except for the price increases 
at Philadelphia, there wasn’t much change in the residual 
fuel situation generally, but most sources did agree markets 
were holding firm in all areas except the Midwest. In that 
area, some high sulfur No. 6 oil reportedly was available 
as low as $1.30, Group 3 basis, for resale. 

Lubricating oil prices remained weak, with virtually no 
activity reported. Liquefied petroleum gas market, mean- 
time, headed into what some felt would be about the last 
two weeks of its season (see P. 66). 
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Retail gasoline price wars continued unabated in some 
areas, but showed a little improvement in others. Develop- 
ments of the past week follow. Prices are exclusive of state, 
federal and city (if any) taxes, total amount of which is 
shown in parentheses: 


Kansas City (7¢)—Retail price war here entered its fifth 
week with “no end in sight,” according to reports. Tank 
wagon prices have been reduced 6¢ by most suppliers to 
8.9¢ gal. for regular-grade. Most major brand service sta- 
tions post 12.9¢ for regular, 14.9¢ for premium. Private 
brands generally are posted at 11.9¢ regular, 12.9¢ for 
premium. Before the war started, major brands were sell- 
ing at 19.9¢, private brands 2¢ lower. 

Hartford, Conn. (6¢)—Some sources felt revival of price 
war which started in January was nearing its end. “Dis- 
counts” off tank wagon prices have abated, but some service 
stations were working off “low-cost” inventories. Retail 
price, down to 17.9¢ at times, is normally about 20.7¢ gal. 
for regular-grade. 

Scranton, Pa. (7¢)—This city survived brief threat of 
price war, with postings of 3¢ gal. at some outlets. New 
major brand station started operations with “opening spe- 
cial” price of 17.9¢, compared to “normal” of 21¢ for 
regular at most other stations. Two outlets met the “spe- 
cial,” but all three had returned to “normal” by end of 
the week. 


Providence, R.I. (6¢)—Retail postings currently are down 
to 16.9¢ in price war that has been going on for past seven 
months. Latest development—Socony-Vacuum reduced its 
dealer tank wagon price for Mobilgas (regular) 0.5¢ to 
13.9¢, effective Feb. 11. 

Newark, N.J. (5¢)—Prices continued to seesaw, but “full 
war conditions” were not prevalent, according to reports. 
Some stations returned to “normal” of 21.7¢ and 21.9¢ 
after cutting prices earlier, while others reduced to 16.9¢ 
for regular. According to one major marketer’s survey, 79% 
of the stations in New Jersey were posting 20.9¢ or higher, 
with half of them at 21.9¢. Six percent of stations were 
at 18.9¢, another six percent “below 18.9¢.” 


Atlantic Coast 


Philadelphia Heavy Fuel Prices Up 


East Coast markets the past week featured higher prices 
for heavy fuel oils in the Philadelphia refining district. 
One supplier at Boston cut his gasoline quotation, and 
marketers in general reported retail distillate sales in big 
volume. 

Following advances by Atlantic, Esso, Cities Service, 
Sinclair, Sun and other suppliers in the Philadelphia dis- 
trict, prices for Nos. 4, 5, and 6 fuels ranged S¢ bbl. higher. 
The three products were quoted generally at $3.23, $2.99, 
and $2.55, respectively, for tank car lots, with Sun’s No. 6 
fuel price 2¢ lower. 

Philadelphia heavy fuel prices have been “depressed” 
since early January when this area alone was singled out 
for a 10¢-per-bbl. reduction on No. 6. Soft coal prices in 
this district meanwhile have slipped by 25¢ per ton, but 
oil trade sources declared that a reduction this small in 
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coal “probably” would have no appreciable effect on 
residual fuel. 


At Boston, an Independent supplier reported quoting 
13.5¢ for tank car lots of regular-grade. His price was 1¢ 
down from most other quotations in that area. 


Suppliers reported active retail sales of distillates, but 
bulk lot transactions were quiet. Most resellers reportedly 
filled their tanks prior to the recent price advances, and 
for the time being are working down these inventories. 
Slack spot buying by resellers was reflected in the free 
supply of barge transportation at New York harbor. 


Western Penna. 


Lube Oils Quiet and Easy 


Weakness in lubricating oil prices was predominant in 
reports from Western Penna. refiners the past week, but 
the only price changes were in light fuel oils. Wax and 
petrolatums were tight as demand generally continued 
good. Gasoline status also was unchanged. 


Virtually no lubricating oil activity outside of steady 
shipments to contact customers continued to be reported 
from most sources and there were no new inquiries in 
the market. Reports indicated shading of 2¢ gal. for bright 
stock, but sales at lower than reported prices were not 
confirmed. 


Oil City district refiner raised his No. 1 fuel price to 
10.9¢, up 0.15¢, and Nos. 2 and 3 fuels 0.1¢ to 10.6¢. For 
most part distillate prices remained firm as cold weather 
hit the area. Light fuel inventories were adequate to meet 
current contract commitments, according to most reports, 
although one refiner said he was “not encouraging new 
business.” 


Call for gasoline against contracts shipments “leveled 
off,” some suppliers said, but prices generally were steady. 


Midwestern (Chicago-E. St. Louis Area) 


Gasoline Prices Dip in Midwest 


Gasoline prices ranged lower in the Midwestern market 
during past week when one refiner reported 0.25¢ reduc- 
tion in his Group 3 quotations to 11.75¢ for minimum 
90 oct. premium and 10.75¢ for 84 oct. regular-grade. 
Prices for other products remained unchanged. 


There was little activity in the market, and open market 
trading generally was described as dull. Gasoline was a 
“drug on the market.” Heating oil consumption was off 
somewhat due to milder weather. And residual fuel con- 
tinued to ease. 

Some sources said there still was shortage of No. 2 fuel 
at some Great Lakes Pipe Line terminals. Others, however, 
said they found no particular scarcity. 

Reseller reported selling one tank car each of No. 1 fuel 
at 8.37¢ and No. 2 fuel at 7.75¢, Group 3, to a jobber. 
Other tank car marketers reported quoting 8.25 to 8.375¢ 
for No. 1, and 7.75 to 7.875¢ for No. 2. Prices reported by 
Midwestern refiners ranged 8.875 to 9¢ for No. 1, and 
8.25 to 8.375¢ for No. 2 fuel. 

Several marketers said they had been offered both high 
and low sulfur No. 6 fuel at 15¢ and 20¢ “off Group 3 
low,” but no trading was reported. Marketers generally 
reported quoting $1.40 per bbl. for No. 6 fuel, while Mid- 
western refiners’ Group 3 prices ranged $1.45 to $1.50. 


64 


Chicago District 


Gasoline Prices Down 0.25¢ 


Lows of price ranges for premium and regular-grade 
gasoline were down 0.25¢ in Chicago district the past week 
when a terminal operator reported reducing his prices by 
that amount to 13.25¢ for 90 oct. premium and 12.25¢ for 
84 oct. regular. 

For the most part trading was said to be at a standstill. 
There was no buying interest in gasoline. 

Weak Group 3 residual fuel market has not affected 
Chicago area, trade sources said, and Nos. 2, 5 and 6 
fuels continued tight. 

Although kerosine, range oil, and No. 1 fuel were plenti- 
ful as warmer weather slowed movement of all fuel oils, 
prices were steady. 


Mid-Continent 


Oklahoma Gasoline Dips 0.25¢ Gal. 


Gasoline offered for northern shipment out of Oklahoma 
ranged upward from 11.75¢ for premium and 10.75¢ for 
regular the past week, off 0.25¢, when one refiner reported 
lowering his quotations. 

Lows of price ranges otherwise generally remained un- 
changed throughout the Mid-Continent despite brisk de- 
mand for burning oils at northern pipe line terminals and 
weak demand for both residual fuel and lubricating oils. 

In addition to lower gasoline quotations reported by 
Oklahoma refiner, material was moving at “0.375¢ to 0.5¢ 
under published prices,” plus pipe line tariff, according to 
most sources. Inland Texas refiners, however, said open 
weather was keeping their local demand for gasoline “above 
normal.” 

Three refiners—two in Oklahoma and one in Kansas— 
reported raising their distillate prices in amounts ranging 
from 0.125¢ to 0.25¢. Only highs of price ranges, how- 
ever, were affected. Some refiners said they had only one 
or two days’ supply of distillates at several northern pipe 
line terminals and there were reports of numerous offers 
by refiners as well as spot buyers to either buy or borrow 
both Nos. 1 and 2. 

Oklahoma reseller said he could buy high sulfur No. 6 
as low as $1.30, Group 3, on firm offer, although prices 
quoted by refiners to the trade generally ranged upward 
from $1.45, Group 3. Most trade sources continued to 
describe heavy fuel movement as slow. One refiner, how- 
ever, said residual market was “tight” in some parts of 
Kansas. 

Lubricating oil market remained inactive. 


Central Michigan 


Residual Fuels Become Tight 


Prices generally remained unchanged in Central Michi- 
gan the past week. eavy fuels were tight, with No. 5 oil said 
to be most closely held. Heating oils continued moving in 
good volume. Gasoline was dormant. 

At least two refiners reportedly were in the market to 
buy residual fuel. A third said he had been able to buy 
about 200,000 gals. from other refiners “due to friend- 
ship.” 

Cold snap at the end of the week gave added push to 
distillate demand. Both Nos. 1 and 2 fuels reportedly were 
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OIL MARKETS 





Summary of Gasoline Prices (Feb. 9 through Feb. 15) 





Monday Friday Thursday Wednesday Tuesday 
Motor Gasoline 93 Oct. (Premium): Feb. 15 Feb. 12 Feb. 11 Feb. 10 Feb. 9 


N. Tex. (Texas & New Mex. shpt.).. : 4 om (2)18 . 75-14 .26 ORS .30-06 28 (218 . 75-14 25 (2)18 765-14 25 


W. Tex. (Texas & New Mex. shpt.) 18.6 5 f 
E. Tex. (Truck Baan bie «+ e'ette aasinth toned 18 .6-18 .75 18 .5-18 .75 18 .5-18 .75 18 5-18 .75 
Motor Gasoline 90 Oct. (Premium): 
Okla., } wend 4 Ere on: 25-13 .375 (8)12 .25-18 .375 (8)12 25-13 375 (8)12 25-18 875 (8)12 .25-18 .376 
fe me p 8 (Northern shpt. 75-13 11.75-138 11.75-138 x11 .75-13 (512-18 
idwestern (Group 8 basis) 2 11.75-13 11 .75-138 11.75-138 (2)12-18 
Nee (Texas & New Mex. shpt.).. ea 12.75(2) 12.765(2) 12 75(2) 12.75(2) 
Ww. Tex. (Texas & New Mex. shpt.).. . ° (2)13-18 .75 (2)13-18 .75 (2)13-18 75 (2)18-138 75 
E. Tex. (Truck Tnsp ) : 18-18 .25 13-18 .25 18-18 .26 13-18 .25 
Cent. W. Tex. (Truck WTS inn dc Sesceveves 3 13 18 18 18 
Motor Gasoline 84 Oct. Geguler): 
Okla., 2 8 (Okla. shpt.). . . (4)11.25-11.3875(4) = (4)11 25-11 875 (4) (4)11.25-11 .875(4) (4)11 .25-11 .875(4) (4)11 .26-11 .876(4) 
10 .75-11 .875 (2) 10 .75-11 .875(2) 


Okla. Group 3 (Northern shpt.).. béihed tndincs 
idwestern 8 basis 


(G 


10.75-11 .375 
(8)11.75-12.7 

11.75-12 25 

11.75-12 .25 


10 .75-11 .375 
(8)11.75-12.7 

11.75-12 .26 

11 .75-12 .25 


x10.75-11.375(2)x (6)11-11.875\2) 


11. 75-12 26 


(5)11-11 .875 4 

(8)11.75-12.7 
11. 75-12 .25 
11 .75-12 .25 





Motor Gasoline 82 Oct. (Regular): 
= Tex. (Texas & New Mex. shpt.) 11.75-12 .25 
E. Tex. (Truck 


Motor Gasoline 60 Oct. M & ow : 


Okla., Group 3 (Okla. ae) on yess 10 .25-10 .625 (3) 10. 


Okla., Group 8 (Northern shpt.).. 10 .25-10 .625(3) 

N. Tex. (Texas & New Mex. shpt.)........... (2)10.75-11.8 

W. Tex. (Texas & New Mex. shpt.) 11.25-11.5 

ie Hs EE Ns. coscwesccccuccecceses (2)11-11.125 
Motor Gasoline 92 Oct. (Premium): 

Rez Fore ht ian 

ew York har 
Philadelphia 
Balti 


Motor Gasoline 86 Oct. (Regular): 
New York ie barges 
ew York harbor, 
Philadelphia 
Philadelphia. 


12.75-12.8 

Motor Gasoline: 
Western Penna., Bradford-Warren: 
92 Oct. (Prem. 15 .15-16 .65 


14.75-15 .25 
18 .75-14 16 
Western Penna., Pittsburgh: 
92 Oct. (Prem.) 15.6 


15.5 
18.75 18.75 


11.75-12 .25 
Tnep.) 11.75-12 11.75-12 11.75-12 
Cent. W. Tex. (Truck Tnsp.)......... eae 11.75 11.7 te 


25-10 .625 
oiptes 10 25-10 625(3) 
Midwestern (Group 8 basis) 10 .25-10 .625 10 .25-10 .625 
(2)10 .75-11.8 
11.25-11.5 
(2)11-11 .125 


18 .45-14.3 
12.25-14.2 
18 .7-14.6 
13 .6-14 
12.7-14.1 12.7-14.1 
12.75-12.8 


15 15-16 .65 
14,15(2) 14.15 (2) 


14 .75-15 .25 
18 .75-14 .15 


11. at 25 11. 75-12 .26 11. 75-12 . 25 
11.75-12 


11.75 


(8) ‘ d f . 10 25-10 .625 (3) 
‘ 10 .25-10 .625 (3) 
10 25-10 .625 
(2)10 .75-11.8 
11.25-11 5 


(2)11-11 125 (2)11-11 . 125 


(2)11-11 125 


16.3 x16.3 15-16 .3 

15.4 
(2)16 4-16 .6 

15 .4-16. 


15.4 14.9-15.4 
(2)16 .4-16.6 x16 4-16 .6 
x15 .4-16.1 


13 .45-14.3 

12 .25-14.2 

18 .7-14.6 

13 .6-14 

ene 7-14.1 
12.6 


12.75-12.8 x12.75-12 8x 


15 15-16 .65 15 . 16-16 .66 15 . 156-16 .66 
14,15(2) 14.16 (2) 14.15(2) 


14. 75-16 .25 


14.75-15 .26 
18 .75-14 16 


18 .75-14 .15 


14. 75-15 .26 
18 75-14 .15 


15.5 15.6 15.6 
18.75 13.75 13.75 





getting scarce. Several refiners said they expected their 
storage tanks of all light fuels to be “dry” by the end of 
February or middle of March. 

Gasoline inventories were reported building, but refiners 
said they were not pressed for storage space. 


Gulf Coast 
Premium ‘Gas’ Prices Off 0.25¢ 


Lower quotations for premium gasoline and the appear- 
ance of late-season demand for distillates marked trading 
in cargo lots at the Gulf the past week. 

The big problem confronting refiners—and getting bigger 
every day—was an onerous supply of gasoline. A large 
Independent who had three cargoes of 95 oct. premium 
gasoline reduced his price to 12.5¢ gal., down 0.25¢. This 
refiner successively has tried to find a buyer for this top- 
grade product at 13¢ and 12.75¢, and the last 0.25¢ reduc- 
tion apparently attracted no buyers. 

Another indication of surplus supply for gasoline was 
the report of a cargo lot sold ex the Gulf for shipment 
via the Panama Canal to the West Coast. Although details 
of this transaction were not disclosed, trade sources de- 
clared that sales as far afield as the West Coast rarely take 
place except under conditions of unwieldy supply. 

While most refiners reported that the search for prompt 
gasoline buyers was unavailing, a few inquiries for term 
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supply “at today’s prices” were reported. 

Inquiries for two cargoes of No. 2 fuel, late February 
loading, was in the market, and first reports were that 
these requirements might not find coverage except through 
tie-ins. Recent sellers of No. 2 fuel to “outside” customers 
were withdrawing from the market as they watched the 
past few weeks’ heavy drafts on inventories. What No. 2 
fuel was available was offered on the condition the buyer 
take an equal quantity of gasoline, trade sources said. 

A cargo of low sulfur bunker oil was offered at $1.85, 
the generally quoted price for ordinary residual. Appear- 
ance of this low sulfur offering reflected reduced purchases 
by steel mills, it was said. 


Avgas Stocks Down in November 


Washington—Stocks of aviation gasoline held by refin- 
ing companies declined 516,000 bbls. in November, ac- 
cording to Bureau of Mines report, while inventories of 
lubricating oils and waxes increased. 

Of total increase in avgas inventories, 109,000 bbls. was 
in 100 Oct. and above, 407,000 bbls. in other grades. 
At 10,162,000 bbls. on Nov. 30, 1953 total inventory was 
1,568,000 bbls. higher than on same date in 1952. 

Lubricating oils—Total inventories increased 120,000 
bbls. in November, still were 715,000 bbls. under Nov. 
30, 1952 level. 

Petroleum waxes—Total inventories up 7,840,000 Ibs. in 
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NPN Gasoline Index 


(cents per gal.) 
Dealer T.W. Tank Car 
Feb. 15 16.17 12.39 
Month Ago ; 16.22 12.43 
Year Ago ; , 15.23 11.63 





Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gascline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











November, with fully refined stocks unchanged from 
October, and microcrystalline and other grades increasing. 
Total stocks on Nov. 30 were close to (280,000 Ibs.) inven- 
tories on same 1952 date. 

Comparison of inventories for November and October 
1953, and November 1952, follows (wax in thousands of 
Ibs.; other figures, thousands of bbls.): 

November October November 
1953 1953 1952 
Aviation Gasoline: 
100 Oct. & above 5,856 5,965 4,611 
Other grades 4,306 4,713 3,983 
Total avgas 10,162 10,678 8,594 


Lubricating Oil 9,846 9,726 10,561 

Petroleum Wax: 
Microcrystalline 30,240 26,600 24,360 
Fully refined 55,440 55,440 55,160 
Other grades 70,560 66,360 77,000 
156,240 148,400 156,520 


Total wax 


March LP-Gas Sales Seen Slackening 


Tulsa—Barring cold weather in March, producers of 
liquefied petroleum gases estimate that their winter “season” 
has only about two more weeks to go. In March, most re- 
sellers allow their inventories to decline inasmuch as it 
isn’t until April when purchases count against the ensuing 
season’s contract quotas. 

From standpoint of fairly low inventories now in under- 
ground storage, this winter has “not been a bad one,” some 
producers say. , 

On other hand, ample production seems to point to what 
some producers call “new pattern of distribution.” When 
supply was short, they point out, buyers would purchase 
from long distances in order to secure material. Now, with 
season almost over, producers reportedly are growing 
“more competitive” regarding nearby sales outlets, particu- 
larly LPG-producer-refiners who normally burn off excess 
supplies. 

Propane sales, Group 3 basis, continue mostly at 4¢, 
generally quoted contract price. Butane is weak, most 
sources say, with material in wholesale lots available as low 
as 2.75¢. Summer demand for lower-vapor-pressure “mix” 
for farm use may pare down some of the excess butane, it 
was said. 





Crude Oil Prices 


No changes reported in crude oil prices in week 
ended Feb. 13. For complete crude price sched- 
ules, see P. 48-49 of Jan. 27 issue. 
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Gasoline Prices For 50 U. S. Cities 


New York.—Following are averages of prices for regu- 
lar-grade (housebrand) gasoline, and taxes, in 50 repre- 
sentative U. S. cities on Feb. 1 as reported by The Texas 
Co. to API. Figures are in ¢ per gal. (i) and (d) indicate 
increase or decrease as compared with Jan. 1. 


Posted Gasoline 

Dealer Service Tax 
t/w price Station 
(ex tax) (ex tax) 


Service 
(incl. 2¢ Station 
federal) (incl. tax) 


Average U.S. d-16.27¢ d-21.81¢ 7.46¢ d-29.27¢ 
Portland Me. d-15.80 d-18.90 8.00 d-26.90 
Manchester N.H. d-16.50 18.90 7.00 25.90 
Burlington Vt. d-16.60 22.30 7.00 29.30 
Boston Mass. d-15.70 22.30 7.00 29.30 
Providence R.L. d-14.40 18.90 6.00 24.90 
Hartford Conn. d-15.60 d-18.90 6.00 d-24.90 
Buffalo N.Y. d-16.20 4-22.80 6.00 d-28.80 
New York N.Y. d-15.50 23.50 6.00 29.50 
Newark N.J. d-15.20 d-20.90 5.00 d-25.90 
Philadelphia Pa. d-15.40 21.90 7.00 28.90 
Dover Del. d-15.40 22.00 7.00 29.00 
Baltimore Md. d-15.10 21.50 8.00 29.50 
Washington D.C. d-15.60 21.90 7.00 28.90 
Charlestor W.Va. 16.40 24.20 7.00 31.20 
Norfolk Va. 15.00 21.10 8.00 29.10 
Charlotte N.C. 16.00 22.50 9.00 31.50 
Charleston SC. 14.90 21.00 9.00 30.00 
Atlanta Ga. 16.60 22.80 8.00 30.80 
Jacksonville Fla. 16.10 20.40 9.00 29.40 
Birmingham Ala. 16.40 22.30 9.00 31.30* 
Vicksburg Miss. 16.00 22.90 9.00 31.90 
Memphis Tenn. 15.30 d-14.90 9.00 d-23.90 
Lexington Ky. 17.40 23.00 9.00 32.00 
Youngstown Ohio 16.30 d-20.90 7.00 d-27.90 
South Bend Ind. 17.00 22.40 6.00 28.40 
Chicago Ill. 16.30 22.01 7.00 29.01 
Detroit Mich. 16.80 22.73 6.50 29.23 
Milwaukee Wis. 17.30 22.90 6.00 28.90 
Twin Cities Minn. 16.30 21.70 7.00 28.70 
Fargo N.D. 17.20 22.20 7.00 29.70 
Huron S.D. 17.10 22.50 7.00 29.20 
Omaha Neb. 16.00 20.50 8.00 28.50 
Des Moines lowa 15.90 21.40 7.00 28.40 
St. Louis Mo. 15.70 20.90 6.00 26.90* 
Wichita Kans. 15.00 19.90 7.00 26.90 
Tulsa Okla. 14.90 21.00 8.50 29.50 
Little Rock Ark. 16.20 22.50 8.50 31.00 
New Orleans La. 14.60 20.70 9.00 29.70 
Houston Tex. 14.70 20.00 6.00 26.00 
Albuquerque N.M. 16.90 22.50 8.50 31.00** 
Denver Colo. 15.80 21.50 8.00 29.50 
Casper Wyo. 16.70 24.00 8.00 32.00* 
Butte Mont. 19.20 25.50 8.00 33.50 
Boise Idaho 18.60 24.50 8.00 32.50 
Salt Lake City Utah 16.90 20.90 7.00 27.90 
Reno Nev. 18.60 24.60 7.50 32.10 
Phoenix Ariz. 18.80 23.80 7.00 30.80 
San Francisco Calif. 16.10 i-21.80 8.00 i-29.80 
Portland Ore. 16.60 d-22.40 8.00 d-30.40 
Spokane Wash. 18.80 24.80 8.50 33.30 


(*) Includes 1¢ city tax. (**) Includes 0.5¢ city tax. 


P.R. ‘Gas’ Rating Up 


San Juan, Puerto Rico—Regular-grade gasoline testing 
86 octane by ASTM Research Method now is being mar- 
keted here, according to trade reports. This is two octane 
numbers higher than what has been general in past, most 
regular-grade gasolines having tested 84 octane. 
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SUPPLY... 
DE SERVICE! 


© FAUCETS 


-Warehouse Stocks 
in All Principal Cities 


® LOADING Complete Wheaton service is always near at 


ASSEMBLIES hand ... wherever you are. The full line of experi- 


ence-engineered bulk handling equipment is 
available through authorized representatives in 
all principal cities. For a detailed description of 
Wheaton proven-for-quality products consult the. 
new Catalog No. 61. If you have not yet received 
a copy, call or write the Wheaton sales office 


© INTERCHANGE © VALVES nearest you. Your.copy will’redch you promptly! 
MANIFOLDS 


WHEATON FACTORY REPRESENTATIVES ARE LOCATED 
STRATEGICALLY FOR PROMPT DEPENDABLE SERVICE 


H. G. ANDERSON EQUIPMENT CO LUFKIN ENGINEERING & EQT. CO J. A. SAVAGE 
177 Watervliet Ave 368 Congress St 373 South St 
Albany 5, N.Y Boston 10, Mass Newark 5, N. J 


H. O. LINK & SON R. H. WISHMAN BRISTAL METAL PRODUCTS CO 
14 NYe) (@elha-tarels Rd 204 West Utica St 1611 Bessemer Build ‘ale | 
Baltimore 23, Md Buffalo 9, N.Y Pittsburg! 19. Penna 


* 


* 
EQUIPMENT SALES CO P. R. GIRARD 
649 Ashby St., N. W 327 So. LaSalle St 


ntia Co Room 939-940, Chicag 


PHILIP S. CRUTCHER, JR WILLIAM A. KNAPP 
106 North Fourth St 7141 


'Tavel-tel ti 
+ FEO pe 


co 
e Ave 
Louisville 2, Ky Kansas City 6. Me 


FENNELLY-CURRIER CO FENNELLY-CURRIER CO FENNELLY-CURRIER CO 
1285 Rollins Road 465 E. Un St 400 Montgomery S 
Burlingame, Calif deokielel-tale Mm Qe lit Francis Ca 


‘ 


WORTHINGTON 5.A. (MAQUINAS ENRIQUE A. TESSADA 
Rua Santa Luzia, 685 ; Pase a f 


7 Ket 
Rio de Janeir Rrovz Mey 





EMPIRE BRASS MFG. CO., LTC EMCO BRASS 
lor “ae @y.1y. act 


eo a ee 
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. . . . ARK. (For shipment to Ark. & La.) 
in effect February 15 at Refineries and Terminals 8.8 
CALIFORNIA 10 
Gasoline Los Angeles Dist.: on 
"90 Oat. Premic. . cceccccee (2)14.1-18.1 8.625 
OKLA., Group 3 (Okla. shpt.) 00 Oct. Reg.....0.ceccccee (2)13. 1-15 .6(2) 93:25 
90 Oct. Prem............. (3)12 25-18 375 $2.05 
es id a. (4)11 .25-11 .375(4) San Francisco Dist.: $1.90 
60 Oct. M & beiow........ 10 .25-10 .625(3) 90 Det. Prem... iecscccess 17 .85-18 .6 
80 Oct. Reg....-.......... 15-85-16 .1 : 
Okla., Group 3 (Northern shpt.) 
POA. Prem. .4.06555<680 x11.75-18 San Joaquin Valley Dist. (2)11 45-11 .55 . 
84 Oct. Reg. oer: x10 .75-11.375(2) — = + canbe yen —_ ane.setinne : 
ict. M & below........ 10 .256-10 .625(3) 80 Oct. Reg Ree De 15 .85-16.1 10 ‘95-11. § 
10 .5-10 .85 
Midwestern (Group 3 basis) 
90 Oct. Prem............. x11.75-18 
84 Oct. Reg............... x10. 75-11.375 I 5 inne ss cidoveah 11.5-12 06 
60 Oct. M & below... ||! 10-25-10 625 ey : pe Seat se eeeeeees ae ie é 
<j} SR yrneteo<e x10.9-11. 
Kerosine, Gas & Fuel Oils RR eree x10 6-11 .05 
N. TEX. (Texas & New Mex. shpt.) BO ss hab dnc «06-0 eels x10 6 
8 Oct. Prem............. (2)13.75-14 .25 OKLA., Group 3 (Okla. shpt.) 36-40 gravity fuel......... 10.6 
3 Sea 12 .75(2) 6 ar ea 9.125-9. 
64 Oct. Res...--.. cos: (8)1i.75-12.7 3 | ea 9.125-9.75 Pittsburgh: 
82 Oct. Reg............... 11 .75-12 .25 a RRP 9 .125-9 875 ER Ea 11.6-12 
60 Oct. M & below........ (2)10.75-11.8 58 as above D.I. Diesel. ... (2)8.875-9.75 60 cetane Diesel.......... 1 11 
a : a ish eee e022 8 Pag + ; fe [avn cone en 6od.ee @ Ly ret 85 
“Str . : 4 Oe )10 .6-11.1 
W. TEX. (Texas & New Mex. shpt.) SG o6.6¢ cele « é 0'¥ v0 (2)8 .125-8 .25 36-40 gravity fuel......... 10.5-11 
ee oon nc cccecee 18.5 SS ree ee $1.45-2 .00 
00 Oot. Prom... ...5....0. (2)13-13 .75 
 ) 4) Re aeRs 11. 75-12 .25 CENTRAL MICHIGAN 
60 Oct. M & below........ 11.25-11.5 (FOB Central Michigan refineries. ) 
OS ees Oe ee 12 .55-12 .8(2) 
&. TEX. (Truck transport lots) oe 4 pd a ©. ; pee ans. yey ; 
. WwW. ee eee > 
>} wg 10 5-28 58 eS OMM.....+..ccc020ee (s)11.6-11.8(8) 
88 Oct. alba rides 13° ins eccqadeeses 11.175-11.3 
too) igh a> U. G.I. gas oll. 222.2... (2)8 25-1 
 {  - UBSRRRREp Otc 11.7 7 15-12 PPE cts sac cadens és 7.25-8 .25(2) 
60 Oct. M & below... .1 (2)11-11.125 STEM... .-2--eeeeeres 0 
CENT. W. TEX. (Truck transport lots) MIDWESTERN (Group 3 oe She aise 6 ae of 8.0. Ohio for delivery te 
s — — tent eeeeeeees 13.5 4)9 125-9375 NE in cada aie 12.5 
toad ghana 18 (8)8 875-9 . 125 cabs ceceonse 12.3 
Oct. Prem............. 12 x(5)8 .875-9a No. 2 SR tere 11.3 
ee eer 11.75 (5)8 .25-8 .375 Diesel (Light & Med.)..... 12.3 
$1. 45-1.50(2) 
ARK. (For shipment to Ark. & La.) (a) Also correct for Feb. 8. CALIFORNIA 
. 9 12.375 
84 Oct. Reg... ......... 11.875 . Son Joaquin Valley Dist.: 
60 Oct. M & below........ 10.375 N. TEX. (Texas & New Mex. shpt.) 40-48 WW veces 14.4-14.8 
Co Se Heavy fue! jh. besowee $2 .05-2.15 
‘ Light it fuel (PS 800)........ 
KANSAS (For Kansas destinations only) Diesel fuel (PS 200) 12.2-13.3 
90 Oct. Prem............. 12-18 Stove dist. (PS 100) 18.7-14.8 
ep I ois ws ones acs (2)11-12 
60 Oct. M & below........ 10 11.25 San ong Dist.: 
. wi (PS é00) pages oh otis 
Ww 4 PENNA, Heavy fue ee 05-2. 
aoa or Light fuel (PS 300)........ $2.35(2) 
Ww GSCa Diesel fuel (PS 200)....... 12.2-13.3 
8 er 15 . 15-16 .65 * Steve dist. (PS 100)....... 13.7-14.8 
aoe 14.16(2) 
Oil City: E. TEX. (Truck transport lots) phe oni Dist.: 2)18.8-14.8 
41-48 WoW... sees ees es 9 .5-9.75(2) ie Ges S24. 
|)  * Sa 14.75-15 .25 ( of Pov “oo pated geaeie (2)9 5-9 .6 Heavy fuel (PS 400)....... $1 .80-2.10 
86 Oct. Reg............... 13.75-14.15 pg eg OY pl $.75-9 75 5 raed ety Ad teeta te ye tal 
We. CTO... cc cecrvcee (4)$1.50-1.70 Stove dist. (PS 100)... || 10.6-14.7 
Pittsburgh: 
i ®  Seeeee 15.5 CENT. W. TEX. (Truck transport lots) | 
SP MS n hve ds hoo duet 13.75 SE LETTE 9.5 
58 & above D.I. Diesel... . 9.25 Natu Gasoline ' 
UVhio—Quotations of 8.0. Ohio for delivery to Ne ; fuel ae Cine ie 1: os iy é, i 
Ohio points: atc. ae ss aa deciaind (Group 3 & Breckenridge prices are to blenders ' 
GE sico ksi ices 14.8 on freight basis shown below. Shipments may 
K anne (For Kansas destinations only originate in any Mid-Continent manufacturing 
42-4 oes 25-10.5 . ) 
CENTRAL MICHIGAN $2 & below Di. Diesel tae 9-9 875 FOB GROUP 3 
58 & above D.I. Diesel... . 9.125-9 .875 
(FOB Central Michigan refineries) RRS pagyapenced (3)9-10 25 ch osasdedececcccces 5 (Quotations) 
80 Oot. Prom... .ccevcese (2)14.5-14.75(3) | RPT ere (2)8 .25-9 .875 
SOU ccvas.s cosas (2)13 5-13 .75(2) SE nccxl ices ess dae $2.00-2.25 FOR BRECKENRIDGE 
i Gy Ce Knobs ceneee 13.25 A, SN a os Koen dada os $1.55-1.75 IL 66.658 cc cee ess edd 4.5 (Quotations 
Prices herewith are quetoned from Platt’s OILGRAM Daily Oil distribution or oe pine sone ee of - supply, some sellers 
Price Service, associated National Petroleum News, whose and at times withhol new customers or the 
fog is all NPN-OILGRAM offices devote their time exclusi posting of A, aon t give OILGRAM the prices they otherwise 
yn A prices ——. would quote to the trade in general and which they confine to their 
© Rie ty KF are sales prices or quotations or general offers regular customers only, and —" prices —_ ~* in the price tables. 
or posted prices by ~y- $4 by pipeline terminal operators, and by Gasoline ratings a al ASTM Research and are minimum 
toniie yr ee for current sales and shipments; for the busi- ratings. corent wt where letter M is used to —— that octane rating is 
ness day + stated; except Tank Wagon prices, prices are for by ASTM Method. For further details o f price conditions apply 
bulk lots suc’ tank car, truck barge; prices applying to to any NPN-OILGRAM office or see back of any OILGRAM Pri 
barges or cargoes or truck transport lots only, so designated ; FOB re- Service invoice. 
fineries or terminals; in cents per gal., except bbl. where $ sign is 
shown; wen and trolatums in a Fa ex all fees ‘and tax \ 7 For complete price service delivered -“ po nearest OILGRAM 
for crude oil and its rodvets lawf x Pp roduced and transported; publishing office, New York, Chicago Houston, '< &A Platt’s 
ported as received LGRAM and National Petroleum News but not OILGRAM Price | t 0 W. 42nd st. New York ~ N. Annual 
guaranteed; for ae private use only and not for resale or Subscription rate in U. S.: $150 per year, payable in ad ay 
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Naphthas & Solvents 


B Group 3) 





itoddard solvent............ 12.875(8) 
Cleaners naphtha........... 12.875(2) 
V.M.&P. naphtha........... 12 .875(4) 
Mineral spirits.............. ue overs? 
Rubber solvent............. 75(8) 
Lacquer diluent..... . -(2)18 .125- is: ore 
Benzol diluent.............. (2)14.125-14.625 
WESTERN PENNA. 

Oil City: 

Stoddard solvent............ 16 
Pittsburgh: 

Stoddard solvent............ 16(3) 


OH1IO—Quotations of S.O. Ohio for delivery 
Ohio points: 

V.M.&P. naphtha... 18.0 

—— ae & stoddard 


0 
Rubber poteabs 15 .8675 
E. TEXAS (Truck Trnspt. lots) 





Stoddard solvent............ 12.26 
CENT. W. TEX. (Truck Trnspt. lots) 
Stoddard solvent............ 11.5 
KANSAS (For Kans., Dest’n. only) 
Stoddard solvent............ 12.5 
ATLANTIC COAST 

V.M.&P. Minera) 

Naphtha Spirits 
New York Harbor. 18(4) 17(6) 
Philadelphia... ... 17.5(4) 16 .5(5) 
Baltimore........ wads 6.5(8) 
i ndtdn an oes 18 .5(4) 17.5(6) 
Providence....... sbaa 7.615) 
Petrolatums 


WESTERN PENNA. 


(Bbis., carloads; tank car, 1 to 1.5¢ less) 
7 .125-7.75 

6. 75-7 .875(2) 
6 .635-7 .25 
6.125-6. 762) 


25-5 .76 
5 .25-5.5 


5-5 .5 
4.75-6 .375 





Lubricating Oils 


WESTERN PENNA. 
Prices are for sales made, or offers reliably re 
to jobbers & Pp ders only. 


. 7 





Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 





Bright Stocks 

—— vis. at 210°, %40-550 . - 8 eol. 
tcca dm cep cevce tesees 

rere 

Bares He b06008 000004 alta 5 

Cylinder Stocks 

600 s.r. filter a bl.......... (2)13-18 .5 

650 ar (2)15-15 .5 

(2)16-17(2) 
19(3) 





FOB Tulsa b: for domestic shipment only 
Bright Stocks, at 210° Neutrals, vis. at 
100°, 0-10 p. p. 


60-85 vis. Bo cccoccces 12.75 
86-110 vis. Bocce 18 
| TD See Serrere 18.75 
180 vis. 14 
vis. Diets op ceewe 14.26 
250 vis. Descey 14.5 
280 vis. Duiviconedeee< 14.75 
800 vis. Deventnicseve 1 


Bright Stock—Conventional Routeet Oile—Vis. at 100°; 95 v.i.: 0-10 p.t. 


Si Ocakcsureach~.0 sues 18 .75-14.5 
To-25 pp 22 8 gpeapeo ae aagpes 1475-156 
iies._D: Ses ican toiihes ss can 15 25-17 
_. = — aay 19(2) Ge sn vedteweatsueces (2)17-18.5 
Pc crcckeksce seus 18.6 
120 vie. D: SOUTH TEXAS LUBES 
Na tre 18 


(Vis. at 100° F. FOB 8S. Tex., refineries for de- 
mestic and/or export shipment.) 
Bright Stock—Solvent 


150-160 vis. 0-10 p.p., PALE OILS: 
MEL Gatdcibewe 065000 (3)21-22 Vis. Col 
oe 11(6) 
Neutral Oile—Solvent (95 v.i.) 200 H ate ees 12.5(6) 
el ee (2)16-16 .5(8) SER eb eaahe eee 13.516) 
SG aE i ade~sccs (2)16 .25-16 . 75(8) 500 254-834 14.5(6) 
a ccna awa (2)16 . 75-17 .25(2) , Res < Se tecebappe 15 .5(6) 
A SK adios oeceve 16. 25(6) 
Cylinder Stocks 2000 Gictvcebnsvec Ss 17(6) 
600 a.r., olive green........ 15.5 RED OILS: 
GULF COAST—Solvent Refined Lubes. i 2a poe 
From Mid-Continent grade crude. Prices FOB = S9U OB ee ee wn nnnnens } 
St nL Giees ss enewus 12.5(6) 
oe oe Gr ages gee 18.516) 
bike oily see (6) 
Bright Stock—Vis. at 210° ay ened 15.5(6) 
150-160 vis., 0-10 pour test, ia, Se ea a 16 .25(6) 
BP Oiaakevnsnévech esse (2)19-22.5 See: Welecenanenaeaend 17(6) 











ty SCULLY SIGNAL COMPANY  124,.Srs%, Street 
customer tanks 


OG ' LA or new 
Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario tank installations 











Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York Boston 














IS YOUR BRAND WORTH without a protected 


supply of the highest quality lubricants? 
on the 


UNITED’s 100% 


Build your brand unsurpassed 


elUreliae me) Pure Pennsylvania 
MU elureeiaiare melt 


UNITED ’s 


and reap the benefits of 
ales ire y 


Tate: penaent 


of not competing with the 
Te) a}al-ab 


folave meidl@ iu @-a0 = 


W rite Wire or Phone for 


UNITED REFINING COMPANY, WARREN, PA. 
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PRICES in effect Feb. 15 at Refineries and Terminals—Cont. 


LPG Prices 


COS cetinem, TOD cvinaten, Sm oink ose oul. 
tank cars or transport trucks) 


8.75 
8.5(3) 
x4—4 .375a 

7.5 


(a) Price range correct on & since Feb. 1. 


Wax 
WESTERN PENNA. (T.C., in Bulk 
White Crude Scale: 


Sst 


S ss 


SB co or0v- 0-3 
i 
ct ~ 


| & 
nag 


Chicago District Prices 


Prices to & 


distributors in tank car 
oe transport lots FOB refineries, 


pipe line terminals and inland waterway barge 
terminals. 


x13 .25-14.85 
x12 .25-13 .35 


(8)11.25-11.8 
10 25-10 875(8) 


Mexican Bunker Prices 


U. 8S. DOLLARS PER BBL. OF 159 LITERS 


(In Ships’ 
Bunkers, or 
Deep Tank Lots) 
San Pedro, Calif. . 
San Francisco... . 
Portland, Ore..... 
Seattle, Wash..... 


— 
(P.S. 200) 
$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


$1 .80(5) 
1.85(4) 
2.10(4) 
2.10(4) 


70 


Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker termina) operators. 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 


— Kerosin 
le e 
Gasoline No. 1 Fuel (*) 


92 Oct. 
Prem. 
Gasoline 
x16 .3 
x15.4 
x16 .7-17.1(8) 
x15.4-16.1 


86 Oct. 
Gosline 
18 .45-14.38 
12.25-14.2 
14.6(6) 
12.7-14.1 
x1Z.75-12 .8x 


Ne. 2 Fuel (*) 
10(19) 


9 .9(20) 
1 Sat). 


12.5 10(11) 





16 .3-17(2 
13 .6-15 .25(2) 
13 .5(2) 





ll. 3 

x13 .5-14.5(6) 13.6 

12 .6-18 .25 ones 
11.5-12.5 





13 .25-14.25 
(2)13 .25-13.5 
14.4-15.4 
14.9 
(2)14 .6-15.4 


(2)12 .25-12.3 
(2)12-12.3 
13 .4(7) 
13.4 
13.1(8) 





(2)16.8 
14.4 


14.3 
13 .8-15 .6 
14.7 


14.3) 
12.4 


12.3 
12.6-13.2 





x(2)16 4-16 .6 


(2)14.9-15.7 
x16 .8-17.1(3) 
x16 .7-17(3) 





(2)14.6-15.7 
14.2-15.6 


18 .4-16 .85(2) 


Gas House 
Gas Oils 


(*) No. 4 Fuel 
10.1 as: + *y 78 


(2)13 .1-13 .4(4) 
12 .9-13 .3(5) 


12.4-18 .85 


10: 2.657 


12.35 10.2(7) 


Diesel Oil (*) 
Shore 


t 
Plants Ships’ Bunkers Hea 
(50 cet., 55 d.i.) (45 cet., 45 d.i.) Ships’ 
4.29(4) 


Diese! 
ker 
$8 .96(4) 








10 .65(6 
10 .65(2 





10.5(4 
9 .7-98(2) 


8 este) 





(6) op ea 


i() 





No. 6 Fuel 
No Sulfur 
Guarantee 
N. Y. 


. ome. a6. 28(8) $2.25(15) 


-473(6) 
4.429-4 .431(4) 
4.30(8) 


10 .55(6) 
10.3(2) 


No. 6 Fuel 

Max. 1, % Fuel 
Sulfur Shi 

Bunkers 


$2.25 (10) 
2.25(4) 


No. 6 Fuel 

No Sulfur No. 6 Fuel 

Guarantee Max. 1, % 
Barges Sulfur Barges 

(2)$2 .35-2 .43 (2)$2 .35-2 .40 


2.25(4) 2.43 2.40 





J 
wt 
o 


2 43 2.44 


aos 
oun 
—~ 





a> 
Caw 
~~ 





2.30(3) 
1.98(2) 
2.26(3) 


Bigerel Soi Sl Riskz 


Nwrewl wwenre 





Philadelphia... . 
Pt. Everglade®: . 


Providence 


x2.23-2.25(7) x2. 


i 
w 
i] 


2.28-2.30(3) 2.25-2 .27(3) 


2.44-2.54 2.41 





Savannah...... 2.23(5) 
Tampa 2.15(4) 
bed — ag 


ro no] bo no no 8] ro no po] nono rO | POND 


= rol ton 
SsiS8a 
rel/wrmnws 


(*) At Atlantic Co Cah, he pe —y a south of Maryland, and at Tampa, athe of some 


sellers to bulk 





0.15¢ higher than prices shown above. 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., ond ome 
other refiners, export agents, or tanker terminal operators. tors. The 
indicates the number of companies quoting that price. 
Aviation Gasoline (MIL-F-5572) 
Grade 115/145 41-43 w.w. Kerosine.... 9.5(2)-9.625(8)-9.75(2) EXPORT 
Grade 100/180 No. 2 Fuel............ 8 .5(2)-8 .625(2)-8.75(6) DRUMMING 


30 E. 40 St., N. Y. C. 





Diesel & Gas Oils 
43-47 Diesel Index 8 .5(3)-8 .75(2) 


48-52 Diesel Index 8 .625(3)-8 . 75-8 .875(2) 


95 Oct. Premium .12 5-12 .75-13(2)-13 .875-13 .75 
$6 Gat. Peantom.... 18.0 12 5(2)-12.75(3)-13 53-57 Diesel Index...............- 8 .75(8)-9(2) 


90 Oct. Premium 11 75-12 .25(2)-12 .875 oe OlL REFINING - 


87 Oct. Regular.. ..10.5-10. "5-11 @)-aL 75(6)-12 
pay 10 375-10 .6-10 . 75-11 .25(2)-11 .87 sed 
, ~10.5-10.75-11. .875 
79 Oct. 10 .25-10 875-10 75-11-11 125 No. 5 Fuel, 0-10 p.t......... $2 .60-$2 .65-$2.70 
70-72 Oct. Leaded........ 9 .75-10-10 .5(2)-10 .75 Bunker “C” Fuel $1 .85(7)-$1 .90-$2 .00(2 ) 
asin ces: yt a 


Middle East Crude Prices ; Texas City, Texas 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gra below and above those shown.) 


Persian Gulf 
Crade Company Price 
Esso 
M. E. 
Soc.-Vac. yd Supply 
Export 
lo-Iranian 
‘etroleum 
Soc.-Vac. Overseas Supply 
Anglo-Iranian 
Exploration 

gio-Iranian 
Esso E: 


Shell Petroleum 
Soc.-Vac. Overseas Supply 




















ay 
83 
28 


DO 00 00 00 ee 





Sike 


£2 
&e 
Cevvoevvowvves 


a 


é 


TANK CAR BUYERS 


* 
Esso E ° ° . td 
M. B. Crude Sales nly ‘85 Sidon Uniform High Quality 
Anglo-Iranian : : pol, DEEP ROCK OIL CORPORATION 


P.O. BOX © PHONE 








lished by schedule shown below 


Price 
$/Barrel 
Las Piedras or Amuay 





HARTOL 


i 38:40) 831) ene) 420) Fe -Usle). | 
Camere (Pefernaien) . INDEPENDENT MARKETERS 
Maine to South Carolina 
Aviation Gasoline Prices 630 FIFTH AVENUE, NEW YORK 20. WY 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specifications 
MIL-F-65572, unless otherwise noted.) 


District Grade100/130 Grade 91/96 
New York, N. Y.. 
Boston, Mass.. 


2eRpeeaseersaca 








This is Your 
New Orleans, La. (Baton Rouge)........ ‘ . 
Houston, Texas y 1 Market Placel 


Toledo, Ohio wine wn 


Cleveland Detroit 

17.4 rn nor ie, NATIONAL PETROLEUM NEWS 

15.2 sass onee bee 
12.7(5) oes 11.85 1 330 

11.95(3) vee 11.75-12.05 ° West 42nd Street 

(2)11 75-11 .9(2) 


11 |45(4) Seal (2)10.75-10 .9(2) New York 36, N. Y. 
ve 8.1(4) (2)? 5-7. 

8.852) 8a 7.35(4) 
(a) Delivered Cleveland. 
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PRICES in effect February 15—Tank Wagon 


Inspection fees per bem © in both gasoline and kerosine prices. 
—" 





Prices for gasoline do not include taxes; t , however, include 
mspection fees as shown im next a. rot aoe taxes, shown in unless follows : 
separate 5 include 2e ¢ federal and state sagee; also city and ow 4 Ala. on gasoline; Ark. 1/20c; Fla. 1/8; Ill. 3/100c; Ind. 
taxes as indicated in K. pe prices also 2/25¢; — a/igde; La. i(sas ; Minn. 5/200c; Mo. 1/38e Neb. 2/1006; 
not include taxes; hevesine taxes where levie dove taliceted footnotes. Nev. ‘1/20e; N . C. 1/4c; N. 1/20c; Okla. 2/25c; S ~é. 1/8c; S. 
1/40c; Tenn. 2/Se; and Wise: 3/100c. 





1954, as posted by 
¢s, but subject to later correction. 


Discounts, if any are shown in foginetes. These prices in efec Feb. 15, 
principal marketing companies at their headquarter, r4 























Kerosine eesnstien fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/5c. 





Atlantic CHEVRON Esso Gasoline 
Atlantic —Gaccline _—Kero. & Standard OF regular) Av. ee" Esso (Regular Grade) 
Refining (Reeular Grade) No.1 No.2 California 1.7. tine Standard Gassline Coo 
Cons. _ Dir. Fuel Fuel 400 Gals. Taxes Cons. — 
T.W. T.W. Taxes T.W. T.W. San Fran., Cal 16.1 vena 8.0 T.W. Tw. Taxes T.W. 
Attention, ro. Angeles Ts 15.6 1911 0 Atlantic, City, N.J.. 15.2 15.2 6.0 7% ‘ 
ee. x15.8 x15.8 7.0 15.0 913.8 renee 17.2 20.7 8.0 ewark ot oT as” 
Altoona..... x16.8 414.9 7.0 %15.55 %14.15 Phoenix, Ariz. 18.8 22.3 7.0 196 166 80 xib.4 
kt vas x16.3 x16.8 7.0 15.55 14.15 0, Nev....... 18.6 22.1 7.5 156 15.6 7.0 : 
Greensburg..x16.3 x16.3 7.0 15.55 [14.15 Portland, Ore. 16.6 20.1 8.0 162 162 8.0 i652 
Harrisburg..x15.8 x15.8 7.0 15.0 3.8 Seattle, Wash. 16.6 20.1 8.5 159 159 8.0 15.0 
enennta. x15 .4 x15.4 7.0 914.4 %3.2 ee 18.8 22.8 8.5 150 15.0 8.0 14.8 
Pittsburgh. .x16.3 x16.8 7.0 915.55 14.15 § Tacoma......... 16.6 20.1 8.5 164 154 80 14.7 
x15 8 *13.9 7.0 15.0 13.8 Boise, Idaho..... 18.6 24.3 8.0 169 169 80 16.1 
Wilkes Barre 15.4 16.4 ... 15.8 14.1 Salt Lake, U 16.9 20.9 7.0 164 164 70 158 
Williamepore xi6.3 x16.3 7.0 "15.3 14.1 Honolulu, T. H. 17.2 20.7 8.5 167 167 70 162 
Wilmington, Fairbanks, 29.0 $2.5 4.0 "16:7 167 7.0 15.2 
Del 4 x15.4 7.0 94.4 %3.8 eee 18.3 21.8 4.0 "46'5 16.5 7-0 15.0 
6 x15.6 6.0 13.8 Standard ndard os -8 8: 
. 16.2 16.2 9.0 16.1 
6 x15.6 6.0 "13.4 Diesel Standard Stove 16-4 16-4 9-0 15.4 
7 x15.7 7.0 .... 18.7 T.T. OuT.T. T.T. 16. ’ ; 
3 x68 70 |... 84/4 rene (ex ali taxes) =e: Be 82 MF 
7 14.4 6.0 ae, 2.7 4.2 a? ee? 
2 «156.2 5.0 "14.4 3.4 ae He 13.7 ee ie Bae 
2 x15.2 5.0 14.4 13.4 13.6 18.5 15.0 46 16 90 idd 
6 «15.6 6.0 14.6 18.3 16.1 16.1 17.6 44 144 90 18.4 
5 x16.5 6.0 16.0 14.6 |e eis a 157 15.7 9.0 14.5 
2 x16.2 6.0 162 15.0 13.3 = awe 143 143 90 18.4 
5 x16.5 6.0 16.1 14.7 13.3 vs baa 159 169 9.0 15.4 
2 x16.2 6.0 168 14.9 15.7 - sees 149 149 9.0 18.6 
2 x16.2 6.0 16.0 14.6 13.8 me ot: 15.7 15.7 9.0 14.5 
6 x17.6 6.0 17.2 15.5 15.2 16.2 16.7 : : ‘0 14.8 
18.5 11.5* 14.0 mee SS laa 
1 x15.1 8.0 13.5 18.6 = 18.6 15.7 15.7 9.0 14.7 
“ mate t2. a2 [16:2 16.2 8.5 15.8 
. Naphthas T.W. & Steel Bble. 
© 1609.0 4.9 18.6 Panes: Newark, N. J PMin Spirits V. M. ar. 
0 P 
1 15.7 9.0 om Boise—8e gas tax applies to motor fuel only; 24.0 25.5 
7 2.7 9.0 sé one Sam = 2c federal, ye 
Lake—T7e gas tax app’ to motor fuel 16.7 
Mineral Spirita, v.M& P. only; avgas taxes are 2c federal, 4c state. 25.5 
a an 18.5 20.0 Honolulu—8.5e¢ gas tax applies to motor fuel 
peer vicndiea: 220 23 0 only; avgas taxes are 2c federal, 3.5¢ terri- 17.2 
torial. Standard Diesel/furnace oil ice is ex 
Heavy Fuel Oile—T.W. le territorial liquid fuels tax. All T.T. prices FUEL OILS—T.W. 
No.6 ore ot Hawaiian gross income tax of 1% to Atlantic City, N. J.. a oe i 2 Ne. 4 Ne.@ 
Philadelphia, Pa....... pean $6.36 renee, EO > conquers Newark............. x1d-4 x13-4 $3. Tad $2 $2. ‘$30 


Notes: 
Kerosine—Thru Pa. & Del., Gas 36 per nl. 


Notes: 
Gasoline—For other deliveries of 





3. 
x13.9 4.05 2. $9 
4.3 ” case 
13.8 








—Add le for deliveries 400-gals.-and-over price 1.0¢ for 40-199 gals. ; 13.9 

@als., 2c for less than 100 gals. 0.5¢ for 200-399 A mg except f » deliveries to 13.6 

—— Spirits prices also apply to Stoddard Marine trade, in Alaska (excluding ‘Chevron Ly 

Eaostive dates: "Jan. 26, *Jan. 27, “Jan. 28, to + : for less than 40 gals. 18.9 

xJan. 29, Feb. 6. add 5.0c gal.; except at lulu add 5.0¢ for 14.1 

less than 40 gals. to Marine trade and less ty 

n . Prices for ° 
Cont’! (N. B.” Prices are Continental's evron Aviation 80/87 at Salt Lake City 8.4 
tank-wagon prices. Current selling apply to all quantities in excess gals. 14.3 
Oil prices may vary from those shown Prices for evron Supreme ( fum) are 18.5 .... 

because of local conditions.) 2.2c gal. higher, except at Boise, and Salt Taxes: Louisiana kerosine prices do not inclade 


le state 
Notes: Ss. ep ye age City prices are 





Netane (8rd ea, ron (Regular) for quan delivered. For less 
(regular)Grade) line sine © ls' and over ‘price, except, at Honolulu, ‘edd for 100-299 gals, 2c for less than 100 gals. 
—_— agon Taxes T.W. 5.0c gal on tha: Mari Ne 6—Washi rice is f in. deliv 
Denver, Col... 168 48 8.0 15.8 gal. for m 40 gals. (Marine) and o. ee ee Oe ee oe 
Grand June...._| 18 2 172 80 176 less than 100 gals. (Shoreside). Add to Chev- of 1,060 ; for min. delivery of 2,500 gals. 
Pueblo.......... 16 6 15 6 80 160 ron Aviation 80/87 quantity delivered prices, price is “per bbl. wee 
Casper, Wyo 167 157 80 155 2.0¢ for 91/98, 5.0c for 100/130 and 8.0e for Premium-grade gasoline t.w. prices 2.5c above 
Cheyenne... ... ‘9 159 8.0 163 115/145. regular. 
Billings, Mont... 18:0 .... 80 17:0 Kerosine—T.T. prices, except at Salt Lake xEffective Jan. 25. 
legate « Gapseecgc ¢ Jame x City, spply 2 <= ee waa 
Great Falls... ... 18.0 ms 8.0 18.8 o rv et TS ee 
techies Age 8.6 aes 8.0 18.8 8c; 200-399 gals. add 1c; 40-199 gals., engl rice moon. ei 
Salt Lake, U.. 18.4 pet 7.0 17.0 ta car/truck trailer; deduct 1.5c. Salt Lake imperial subtract 1 /bth.) 
Twin Falis, Ida. 21.6 |... 8.0 20:2 City posted tank truck price is for minimum jj (Esso Gasoline 
Albuquer. N.M. 16.9 i569 865 159 40 gal. deliveries. Regular Grade) Kero- 
Roswell... ..... we Sle > Bae Bee Standard Diesel/Furnace Oil & Standard Dealer Gasoline sine 
Santa Fe.. Be. an. 88. me Stove Oil—T.T. prices are for deliveries of 400 T.W. Taxes T.W. 
Muskogee, | Okla. 15.0 14.0 8.5 13.9 gals. or more. For er deliveries: 40-199 St. John’s Nfid.. *25.2 14.0 25.2 
Oklahoma City.. 14.8 13.8 86 14.1 een. add te; tera gals., add 0.5¢; less than Halifax, N. S.. 22.2 15.0 24.2 
EY oo 14.9 13.9 8. ‘ i“ e- 
> Se *Standard No. 2 Burner Oil. se dana, NB 22.2 18.0 %.8 
Sines Humbi Sieieikte eae 24.2 13.0 26.2 
Gasoline tax column includes these city umpie Gasoline Gaso- Kerosene a> Hr 7 4 4 ; 
taxes: Albuquerque & Roswell, 0.5¢; Santa Oil Regular line Tank Re- Ay theme 11:0 25 1 
Fe, lc; cevenns, le; Casper, lic. T.W. Retail Taxes W: tail " 92°9 90 27 5 
atte agon . 22. 
Salt Lake City and Twin Falls gasoline and ie: 148 30:1 60 33 ins F 33 11:0 He 
kerosine prices apply sad deliveries of less than Houston..... 14.7 200 60 188 175 251 11.0 27.1 
200 gals. ; 200-399 , deduct 0.5¢; 400 gals. | San Antonio. : : 
- fae -¥ X San Antonio.. 15.0 20.8 6.0 13.8 17.5 ‘) 22°4 10.0 24\4 
end over, ui c. Edmonton, Alta... 20.9 10.0 22.9 
nen Notes: Vancouver, aie 10.0 24.9 


T. W. prices are to consumers and dealers. 


Premium-grade gasoline t.w. prices 2.3¢ above 
regular. 


72 


T.W. prices are to all classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2c above 
regular. 


Taxes: Gasoline ‘taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. prices 2e 
above regular. 


*Price is for Premium-grade. 
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Try to remember the year 


One of the events that make this year 
particularly memorable for us was the 
introduction of Gulfpride motor oil. It 
had taken 13 years, and millions of dol- 
lars, to develop this famous motor oil— 
a product which today is available not 
only for automobiles, but for boats and 
planes as well. 

What year was it? 1928. 

In the years since then Gulf has brought 
out hundreds of other petroleum prod- 


NATIONAL PETROLEUM 


it was the year when Amelia Earhart became the first woman to fly the Atlantic. . . 
when the Byrd Antarctic Expedition left New York in an ice ship . . . when the “Graf 
Zeppelin” made its first commercial flight from Germany to Lakehurst, N. J. 


ucts, as have its competitors in the oil in- 
dustry. These products for the factory, 
the farm, the home and for everything 
on wheels—have done much to raise the 
standard of living. 

There is every reason to believe that in 
the years ahead, ceaseless research will 
result in the development of still other 
uses for petroleum, more and more new 
products of petroleum, and contribute 
even further to America’s progress. 


NEWS 





GULF OIL CORPORATION 
GULF REFINING COMPANY 
GENERAL OFFICE, PITTSBURGH, PA 
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PRICES in effect February 15—Tank Wagon—Cont. 
Socony Vacuum 











ew ay Aircraft 8/V s/V 
Grade Grade Grade Mobilgas (Regular Grade) Mobilfuel Mobilheat No.4 No.6 
80 91 100 Cons. Dir. Cons. Dir. Mobil Kerosine Diesel (No. 2 Fuel) Fuel Fuel 
Taxes T.W. T.W. T.W. T.C. T.C. T.W. T.W. T. Yard T.W. T.C. T.W. TC. Y oe , eo > OF 
6.0 pagi etal esas yee 15.6 16.5 cose ones 15.1 qens 14.3 oeee gee 18.9 11.21 6.33 
6.0 aa wey Saee Sane 15.6 15.5 ened 11.7 15.3 eigne 14.3 epee 10.5 14.0 11.21 6.33 
6.0 ae been er osee 15.6 15.6 11.1 11.6 16.1 10.6 14.38 10.1 10.4 18.9 11.21 6.33 
6.0 waka ake ‘eee 6ee% eeee 16.6 16.5 ones okee 15.1 — 14.3 cant esas 18.9 11.21 6.33 
6.0 i ol — ake eens seni 15.5 15.56 11.0 11.8 14.9 104 14.0 10.0 10.3 18.6 11.21 6.33 
6.0 23.8 24.3 ée 14.6 14.6 156.6 15.6 11.8 11.5 anit 10.7 18.7 10.8 10.56 18.8 9.95 6.96 
6.0 sad hed aves 16.4 16.4 16.6 16.6 12.7 12.9 16.0 12.1 15.1 d 8 .6 
6.0 28.1 24.1 26.1 15.2 15.2 16.2 16.2 12.7 12.9 16.2 11.95 15.5 -65 .0 
6.0 aon e 2266 cae 15.4 15.4 16.5 16.5 12.5 12.7 re eae 15.0 9 5 
6.0 vane ken sees rr 15.8 15.8 ey 11.8 15.2 aes 14.6 .6 2 
6.0 ase odes ware onde ene 17.1 17.1 12.6 12.8 PS 12.1 15.1 m 8 
6.0 28.0 24.0 eeos 15.1 16.1 16.2 16.2 12.8 18.0 16.8 ina 15.4 .0 9 
6.0 Jane sees ewes 15.2 165.2 16.2 16.2 12.56 12.7 Knee 12.0. 15.1 7 6 
6.0 oe ave aahe wee oes 15.6 15.6 11.1 11.1 ese gees 14.3 Al 4 
6.0 os ade< ued — seus 16.1 16.1 sees sees ose adn cane one as 
6.0 om anes axis 14.38 14.38 15.6 165.6 11.5 11.5 one 10.9 14.0 6 8 
6.0 Se dene abee 14.3 14.3 156.6 15.6 11.1 il at i 10.6 18.8 . 4 
8.0 sees | tee ose 15.8 16.8 17.0 17.0 12.0 mae 16.2 11.4 14.7 38 
8.0 ar dn paes 14.6 14.6 15.8 15.8 11.8 15.6 10.7 14.0 6 
7.0 20.8 21.8 28.8 14.5 14.5 15.7 16.7 11.2 16.7 10.6 14.1 .7 
7.0 ends me we ameo ieee 16.8 16.8 sees énen oaks 15.0 
7.0 “nex aete oie oa 18.2 18.2 ewes _ aon 16.1 
7.0 ated nas satel a 16.5 16.5 ere 16.4 oa 14.8 
7.0 28.0 24.0 cane BS BS Wa Me 11.6 coat 240 11.0 14.5 
6.0 21.8 22.8 24.8 14.5 14.5 15.7 x18.9 11.2 ae 15.3 10.6 14.0 
7.0 oe vada Shes 15.6 15.6 16.6 16.6 12.56 12.5 or 12.0 14.8 
7.0 ese 17.8 17.8 owes 13.0 ees 15 
Buffalo N. Y. City Rochester bs 
RRR Sa! 2 5” 2 ee 19.5 18.0 20.5 22.0 
We ee NEE, acs catnis cdevdmdes cher ees 21.5 19.5 22.5 23.5 





Taxes: N.Y.C. prices are ex 3% city sales tax, Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax). 
Discounts: Mobil Kerosine—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, tank wagon less 0.5¢c for deliveries of 800 gals. or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢c for deliveries of 300 gal. or more. 
Notes Sars T.C. prices are delivered prices, all other T.C. prices are FOB bulk terminals. 
xEffective Feb. 11. 


Sohio X-Tane Gasoline 
Ohio Standard Aviation Gas.-Cons.T.W. (Regular Grade) Naptha & Solvents—Cons. T.W. 
Schio Sohio Sohio Con- Re- Cc. 





S.R. CC. V.M.&P. 

Gasoline Avia. Avia. Avia. sumer _ sell- Sol- Naph- Naph- Varno- Sol- Kerosine No.1 No.2 

Taxes 80 91 100 T.W. ers s.s. vent tha tha lene vent T.W. Sohio- 
Heat Heat 
BS 600 64 tence theeewene 7.0 28.75 24.75 27.75 18.4 14.9 18.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
bs cenb.s weeded odloban 7.0 23.75 24.75 27.75 19.8 16.3 20.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
WN an ccbcecns <cet% 7.0 23.75 24.75 27.75 19.8 16.3 20.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
NG) dou dcWns chandee 7.0 23.75 24.75 27.75 19.8 16.3 20.9 21.5 23.0 23.0 23.0 22.0 14.7 14.7 13.7 
DS Cche-twed Bowsd uel 7.0 23.75 24.76 27.75 18.1 14.6 18.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
bvakacdénees cna 7.0 238.75 24.75 27.75 19.8 16.3 20.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
cnKo0tcscas-ne sie’ 7.0 23.75 24.75 27.75 19.8 16.3 20.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
i: dads ceonnavencas 7.0 28.75 24.75 27.75 19.8 16.8 20.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 13.7 
res sk ps ks nunbenst 7.0 23.75 24.75 27.75 19.8 16.3 20.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
i csc ess edebsees 7.0 23.75 24.75 27.75 19.8 16.3 20.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 13.7 
Wine ht Wilee sec eases s 7.0 23.75 24.75 27.75 19.8 16.3 20.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
oungstown............... 7.0 23.75 24.75 27.75 19.8 16.3 20.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 
, — “RE 7.0 18.75 24.75 27.75 19.8 16.3 20.9 21.5 23.0 23.0 22.0 22.0 14.7 14.7 18.7 


Sanige Saoeee - gga can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 
-10 to supplier. 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add le per gal., 1-49 gals. add 2c per gal. 
a & Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 150 
gals., a 5e. 
Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at 


company operated 
stations. 


Indiana Standard 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 











Red Crown Stanolex Furnace Oil Kentuck 
(Reg. Grade) Gaso- Kero- 100 100- 100- 175- 350 850 ra 
Cons. Dir. line sine 1-99 gals. 175 349 849 gals. Gals. Standa 
T.W. T.W. Taxes T.W. gals. & over gals. gals. gals. & over & over Crown Gase- Kero- 
Chi ee 18.3 163 7.0 16.3 ad a sous ots Net line sine 
Detroit, Mich... 18:3 16.8 6.8 16:8 ee “aa me 
§ Se : ‘ ? % ren 2 : 15.2 
Mpls.St. Paul... |: .: 178 16.8 7.0 16.7 eo eM 3'0 15:9 
Des M 117.4 15.9 7.0 16:8 a en ee 9.0 15.2 
St. Louis, Mo........ 17.2 15.7 6.0 16.0 Paducah......... 15.9 9.0 14.8 
Wichita, Kans........ 15.4 15.0 7.0 14.6 Jackson, Miss. 16.5 9.0 15.1 
Gusta, hee ae ws 9-2 oY Vieksburg........ 16.0 9.0 14.6 
Huron, 8. D.. 18.6 17.1 7.0 17.5 —— ee. os 19:0 3 
Milwaukee, Wisc. 18.8 17.3 6.0 17.0 Montgomery..... 16.5 10.0 15.6 
Atlanta, Ga. 16.6 .. 2 4 
Fuel Oils—T.W.—Chicago, Ill. m nadia 4 8.0 15.8 
ine Macon........... 3 : 
Standard Stanolex aoe Savannah........ 16.1 8.0 15. 
ackson ville, J 6 
Heater Oil Furnace Oil T T Ww. aoe Fla -e 5-2 ss 
100-449 gai... 2022. ee Hg 6.0 18.S | enmncolas ssc!) 1S 8a 
eee d ey : ; ‘ 
& over... ....: 14:8 nat 15.0 6.0 13.3 FRED. 0 over nees = = = 
S6eeavidens eee0 14.3 0 6.0 13.3 
400 gals. & over........ 13.8 2 6.0 yg A Taxes: 
6.0 4. P 
r Gasoline tax column includes these city & 
—~r}¥ Seeneten $ $3 4 county taxes: Mobile, 2c city; Birmingham, 1c 
A Fuel ‘9 6.0 13.3 county; Montgomery, le city & le county; 
BODES GER... on cccceccsed 10.15 9.0 ‘”@ 6.0 13.3 Pensacola, 1c city. Other taxes not included in 
750 & over........ 9.4 8.25 ‘0 6.0 13.3 prices: Georgia, kerosine, lc; Montgomery, 
Taxes: St. Louis, Mo., gasoline tax includes 1c 7 6.0 13.3 kerosine, lc; Mississippi, kerosine 0.5e. 


city tax. Des Moines, Ia., kerosine and furnace 
oil prices do 4c state tax. State 


occupation, consumer & use taxes to be 
added where applicable. 


*“Temporary” price. 


74 


Notes: Dealer t.w. prices apply also to all 
classes of consumers with minimum delivery 
of 50 gals. 


Premium-grade gasoline t.w. prices 2c above 
regular. 


Notes: 
Premium-grade gasoline t.w. prices 2c above 
regular. , 
Cons. t.w. prices same as net dealer prices. 
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UNDISPLAYED RATE 
$1.50 a line. Minimum 3 lines. To figure ad- 
vance payment count 5 average words as oa 
line. (See J on Box Numbers.) 
POSITION WANTED. Undisplayed rate is one 
half of above rate, payable in ady 
PROPOSALS, $1.50 cents @ line an insertion. 





Send NEW ADVERTISEMENTS to Classified Advertising Division, NATIONAL PETROLEUM NEWS, 330 W. 42nd St., 





CLASSIFIED 


INFORMATION: 
BOX NUMBERS count one additional line in 
undisplayed ads. 
DISCOUNT OF 10% if full payment is mode 
in advance for four consecutive insertions of 
undisplayed ods (not including proposals). 


DISPLAYED RATE 
The advertising rate is $14.50 per inch fer ol! 
advertising appearing on other than a con- 
tract basis. Contract rotes quoted on request 
AN ADVERTISING INCH is meosured % inch 
vertically on one column, 3 columns—30 inches 
—to a page. 


N. Y. 36, N. Y. 


SECTION CLOSES each Wednesday, one week preceding date of issue. 




















REPLIES (Box No.): Address to office nearest you 
NEW YORK: 330 W. 42nd St. (36) 
CHICAGO: 520 N. Michigan Ave. (1i) 
SAN FRANCISCO: 68 Post St. (4) 


EMCO MM EWE I 


Daciti. 


P Wanted 

















Gend. 4 Mock. ions @ Fy 
& oe 








, 30, 3 years in 
service station and bulk “plant: design and con- 
struction. Presently employed by major company. 
PW-1694, National Petroleum News. 





Wholesale Sales M ger of fine independent 
petroleum company desires to relocate. 15 years 
retail and wholesale marketing experience, both 
major and independent Age 45, minimum $8,000 
pearly. Write in detail to PW-1768, National 
*etroleum News. 


1) EQUIPMENT--sed-surplus |] 


For Sale 





























For Sale 








For Sale, 4000 gallon, single axle-steam coils, 
3” lines out rear. Also, tandem units. Buy from 
Bruce E. Hackett Co., 621 West 58th St., 
Kansas City, Mo. Phone Hiland 1385. 





Attractive prices two gallon one 


quart Drums 
cut rate motor oil. Write FS-1734, National 
Petroleum News. 





For Sale—3550 gallon, Butier 6 compartment 
tank with Ford F-8 Tractor. Tractor has new 
motor, in good shape. Write: Lyden Oil Co., Box 
1294, Youngstown, Ohio, for particulars 





Transport: White WB20 tractor, in good condi- 
tion. Freuhauf tank trailer, single axle, three 
comp’t, 4000 gal. capacity, good tires. Rig is clean 
and newly painted. A very good buy at $2975.00. 


NEW STEEL TANKS 
Horizontal, Underwriter's Label Above Ground. Im- 
mediate shipment. 4” steel, 20” manhole, standard 


openings: 

1—10’ x 18’2—10,600 -. 750 Birminghom 
1—10'6 x rs ae 1. 1250.00 Kansas City 
w. DYER co. —, 

2110-P Retteey aeeee © 
St. Louis 1, 








For Sale—in Good Condition 
1947 Autocar—Model C 70, 2200 gallon, 4 com 
partment City Tank, 
burgh printer-meter, automatic hose reel, 
12 ply tires in good condition, 218 inch wheel 
base. .00. 
CAMDEN ENGINEERING SERVICE CO. 
JAMES F. CRAWFORD, INC. 




















Write A. L. Ward, 5100 Choctaw, Baton Rouge, 700 White Horse Pike Magnolia, N. J. 
La. Lincoln 7-1484 

Wanted 
Wanted: 1500-1800 on. tank truck complete. 


Give data and price. J. D. Jacobs, Wauseon, Ohio. 





Equipment Wanted—We cre interested in the 
purchase of a a fleet of 8,000-10,000 gallon tank 
cars in operating condition. W-1722, National 
Petroleum News. 





For Sale: Chev, 1949 2 ton cap, complete gas 


One 2” and one 3” bulk plant meter. Must be 











1—1947 Diamond T Tractor with 2000 Gal 
Trailer just completely overhauled, ready to 
use. Price $2500.00. 

1—4000 Gal Trailmobile semi trailer 

2—4100 Gal Standard Stee! semi trailers 

1—GMC Tractor and 2—Diamond-T-Troctors 

All of the above in good condition and priced 


to sell. 
D. LLOYD 














outfit will sell reasonable. Phone 8-6485, Robert usable. Harman Oil Company, Dover, Del. Box 351, Bethesda Ohio Phone 4-4302 
Franke, 615 W. Ohio, Sebring, Ohio. 
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ABOUT OIL PEOPLE 


Sinclair Executives Move Up 


James E. Dyer 
President 


L. W. Leath 


General Sales Manager 


New president of Sinclair Refining 
Co. is James E. Dyer, formerly vice 
president and director of marketing. 
Following his appointment as presi- 
dent this month, Mr. Dyer promoted 
three of the company’s top marketing 
executives: 

Marc F. Braeckel, appointed di- 
rector of marketing to succeed Mr. 
Dyer, was also made a director of the 
company. 

L. W. Leath, promoted to vice pres- 
ident and general sales manager, suc- 
ceeding Mr. Braeckel. 

L. J. Hoar, assistant general sales 
manager, was elected a vice president. 

Early this month, P. C. Spencer 
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Mare F. Braeckel 
Director of Marketing 


L. J. Hoar 
Vice President 


turned the presidency of Sinclair Re- 
fining Co. over to Mr. Dyer. But Mr. 
Spencer continues as president of the 
parent company, Sinclair Oil Corp. 

At the same time that Mr. Dyer 
took office, C. J. Allen, formerly vice 
president, was elected executive vice 
president of Sinclair Refining Co. 

Mr. Dyer, a native of Crete, Neb., 
started his career in the oil business 
with the Cudahy Refining Co. which 
was absorbed by Sinclair in 1916. 
Since that time, Mr. Dyer has worked 
in every department of marketing op- 
erations, from warehouseman to dis- 
trict manager, and in all marketing 
operations of the home office general 


sales department. 

Mr. Braeckel, a former president of 
the Richfield Oil Corp. of N. Y., 
joined Sinclair in 1949 as assistant 
general sales manager. In 1953 he ad- 
vanced to general sales manager, the 
position he held prior to his recent 
promotion. 


Mr. Leath began working for Sin- 
clair as an accountant in 1922. He 
then served in the sales department 
and was assistant general sales man- 
ager at the time of his promotion. 


Mr. Hoar joined Sinclair as a sales- 
man in Worcester, Mass., in 1934. 
Now elevated to vice president, he will 
continue in his present position as 
general sales manager, station sales. 

In addition to these changes, sev- 
eral other high-level promotions were 
made in other departments to help 
direct the company’s expanding vol- 
ume of business. 

* 

J. K. Farley has been appointed by 
British American Oil Co., Ltd., to be 
its regional manager of marketing op- 
erations in British Columbia and Al- 
berta, Canada, with headquarters in 
Vancouver, Canada. 

D. S. Woodman has been appointed 
regional manager of British Ameri- 
can’s marketing operations in Mani- 
toba and Saskatchewan with head- 
quarters in Regina. 

G. W. Garton has been named man- 
ager of marketing operations with 
headquarters in Toronto. 

J. T. Lockhart has been appointed 
divisional manager for British Colum- 
bia, with headquarters in Vancouver. 

R. J. Alm has been appointed divi- 
sional manager for Alberta, with head- 
quarters in Calgary. 

W. J. Dumsday has been appointed 
divisional manager for Manitoba, with 
headquarters in Winnipeg. 

. 

James E. Pew, manager of the 
natural gas and natural gasoline de- 
partment, Sun Oil Co., Philadelphia, 
is the new chairman of the National 
Committee for LP-Gas Promotion. 
He succeeds Lee A. Brand, vice presi- 
dent, Empire Stove Co., Belleville, 
Ill. Another change made by the group 
was the choice of a new name for 
itself. It is now called the National 
Council for LP-Gas Promotion. 

s 


John B. Overstreet, district manager 
for Gulf Refining Co., Lexington, Ky., 
has been elected chairman of the 
Kentucky Oil Industry Information 
Committee for 1954-55. He succeeds 
J. H. Donley, sales manager of Aetna 
Oil Co. in Louisville. 
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Buckeye’s New “Twist-Of-The-Wrist” Fill Cap 


@ Buckeye’s No. 871 “PresTite” Fill Cap is 
all-new ... all-brass . .. the simplest 
all-around protection ever devised against water 
seepage. It slips on or off quickly and easily— 
seals tightly without the use of tools. 
Location of sealing surface prevents damage 
during filling or handling. Threadless construction 
guarantees safe service year after year. 
Here’s how it works: 

A removable, durable "O” ring 
inside the “PRESTITE” cap 
forms a slip-fit against the 
sealing surface on the body. 
A twist of the wrist, and the cap 
is fastened on—forming a perfect 
seal. Another twist, and it's off— 
ready for filling. Buckeye 
No. 871 “PRrEsTITE” can be used 


with or without a manhole-type 


PATENTS 
PENDING 









r= 
| BUCKEYE IRON & BRASS WORKS, Dept. N, 
! Box 883, Dayton 1, Ohio 
| Please send information on: 


© No, 871 PresTite Fill Cap 
CO) New Catalog No. 14 
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You don’t catch 
me knocking 
myself out! 

I use flexible 
U.S. Royal Curb 








Pump Hose.” 





In sub-zero cold or tropic heat, here’s the 
most flexible curb pump hose made. It 
hangs straight on the pump, never 
“wrestles” the operator. 

This lightweight long-wearing U.S. Royal 
Curb Pump Gasoline Hose is circular 
wire-woven for its full length. This forms 
a static-eliminating contact between the 
coupling and prevents collapse or kinking. 
The hose can’t soften or blister. It’s 
equipped with the U. S. Giant® Compres- 
sion Spring Coupling that gives longer 
hours of trouble-free service because of its 
special construction features. Approved 

by Underwriters’ Laboratories. 


The up-to-date service station supply 
distributor has it— ask for it by name— 
U.S. Royal Curb Pump Hose. 


PRODUCT OF 


U.S. ROYAL CURB PUMP HOSE isthe most flexible on the market “U.S.” Research perfects it 
“U.S.” Production builds it 
U.S. Industry depends on it 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION * ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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E. H. Collins 
former _ general 
manager of mar- 
keting, has been 
elected vice presi- 
dent of Esso 
Standard Oil Co. 
Mr. Collins career 
spans more than 
30 years with the 
company’s mar- 
keting operations. 
He has been a 
director and member of the executive 
committee since 1949. 

Marion W. Boyer has been named 
executive vice president of Esso. Long 
associated with the company’s manu- 
facturing operations, Mr. Boyer re- 
cently returned to the company after 
serving for three years as general 
manager of the Atomic Energy Com- 
mission. 

Osgood V. Tracy and Glenn W. 
Poorman are newly elected directors. 
2 
Shepard Dudley, formerly assistant 
general manager of the aviation de- 
partment of Esso Export Corp., has 
been appointed acting general manager 
while W. W. White is on leave of 

absence. 





E. H. Collins 


e 
B. F. Avery has been appointed 
sales manager for Seaside Oil Co. 
Formerly manager of distributor sales, 
Mr. Avery joined Seaside in 1937 as 
service station manager. He has been 
with the company in various market- 
ing jobs since, except for three years 
in the Air Force during World War II. 

e 


H. B. Miller, executive director of 
the Oil Industry Information Com- 
mittee of the American Petroleum In- 
stitute says a series of appointments 
have been made to strengthen district 
Office staffs. 

Harry S. Phillips, formerly of Madi- 
son, Wis., has been assigned to the 
New York-New Jersey district office 
in New York City. 

Robert T. Ross, of Haddonfield, 
N. J., has joined the Middle Atlantic 
district office in Philadelphia, Pa. He 
was formerly news and publicity di- 
rector for radio station WKDN in 
Camden, N. J. 

Kenneth R. Gurley, Atlanta, Ga., 
joins the Southeastern district office in 
Atlanta. Before his appointment he 
was publicity director for Time, Inc., 
in Atlanta. 

Peter George Barkley, Prairie Vil- 
lage, Kan., has been assigned to the 
Missouri-lowa-Nebraska district office 
in Kansas City, Mo. Mr. Barkley had 
been with the Kansas City Star prior 
to his affiliation with the OTIC. 








John W. McDonald is joining the 
Great Lakes district office in Chicago. 
A resident of Evanston, Ill., he was 
formerly with Marshall Field & Co. 

Jack E. Robinson, Dallas, Tex., has 
been assigned to the Gulf-Southwest 
district office in Dallas. He is a former 
employe of the East Texas Chamber 
of Commerce. 

A. C. Rose, Jr., joins the Kansas- 
Oklahoma district office in Tulsa. A 
native of Emporia, Kan., Mr. 


Rose 










AUTO LAMPS 


SIGMAL FLASHERS 


Most ca car manu- 
facturers use 
und-Gol lamps 
Lor original 
equipment 


And those bon (é 
KNOW /amps 


was formerly director of information 
and publicity director for Kansas State 
Teachers College. 
s 

Leonard C. Jobe has been appointed 
to the new position of supervisor of 
retail merchandising, in the head office 
of General Petroleum’s marketing de- 
partment, Los Angeles. In his previous 
assignment on GP’s marketing co- 
ordination committee, Mr. Jobe 
worked on retail and market research. 





It's a fact that most car 

manufacturers——after terrific 
testing——choose Tung-Sol lamps 
for original equipment. 
Z better endorsement can you ask— 
choose Tung-Sol for REPLACEMENT. 


What 





TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. 
Soles Offices: Atlanta, Chicago, Columbus, Culver City (Los Angeles), Dallas, Denver, Detroit, Newark, Philodelphio, Seattle 
TUNG~-SOL makes: All-Gloss Sealed Beam Lomps, Minicture Lomps,”Signal Flashers, Picture Tubes, Radio, TV and 


Special Purpose Electron Tubes and Semiconductor Products 
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R. W. Hird has 
been appointed 
assistant director 
of marketing for 
Continental Oi1 
Co., with head- 
quarters at the 
company’s mar- 
keting department 
in Houston. 

This was one 
of three key ap- . 
pointments in a. W. 
Conoco’s marketing department an- 
nounced by Vice President Harry J. 
Kennedy on Feb. 7. 

M. T. Swanson has been promoted 
to assistant director of sales adminis- 
tration, with headquarters at Ponca 
City, Okla. 





M. T. Swanson R. E. Caruthers 


R. E. Caruthers was named co- 
ordinating assistant division manager 
at Oklahoma City, succeeding Mr. 
Swanson. 

Mr. Hird joined Conoco at Denver, 
Colo., in 1934 and served with the 
marketing department in Oklahoma 
and California before his promotion 
in 1946 to assistant director of sales 
operations at Ponca City. He trans- 
ferred to the Houston marketing head- 
quarters for about one year, then re- 
turned to Ponca City in 1952. 

Mr. Swanson joined Conoco at Lin- 
coln, Neb., in 1934 after his gradua- 
tion from the University of Nebraska. 
He held several positions in the Lin- 
coln marketing division before being 
appointed city manager at Oklahoma 
City in 1951. Then, in 1952, he was 
named co-ordinating assistant division 
manager at Oklahoma City. 

Mr. Caruthers has been associated 
with Conoco since 1934, when he 
joined the company as a district sales 
manager at Ponca City. In 1950 he 
was promoted to assistant director of 
marketing operations at Ponca City 
and was transferred to Houston in 
1952 as an administrative assistant. 

se 

Afton D. Puckett is now the man- 
ager of the newly created Pittsburgh 
District of the Du Pont Petroleum 
Chemicals Division. He was the di- 
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vision’s sales representative in that 
city. The new Pittsburgh office will 
serve western New York, western 
Pennsylvania, and West Virginia. 

7. 

W. R. Huber has been named gen- 
eral manager of public relations for 
the Gulf Oil Corp. Mr. Huber joined 
Gulf in 1935 as manager of advertis- 
ing and sales promotion. In 1949 he 
was made general manager of retail 
marketing and put in charge of the 
sale of all Gulf products through re- 
tail outlets in the farm, airport, service 
station, home heating, and marketing 
fields. For the past six years he has 
been active in public relations work 
for the American Petroleum Institute. 
He is presently the chairman of the 
advertising sub-committee of the Oil 
Industry Information Committee. 


o 
Millard B. Saul succeeds C. F. 
Stubbe as New York City representa- 
tive for Ohio Oil Co. Mr. Saul was 
formerly field representative for the 
public relations department. Mr. 
Stubbe has been assigned to the com- 
pany’s general office at Findlay, Ohio, 
as supervisor of the banking depart- 
ment and as an assistant treasurer. 
* 


Edward D. Collins, assistant Toledo 
district manager for Gulf Refining Co., 
has been appointed state vice chair- 
man of the Oil Industry Information 
Committee for northwestern Ohio. 
Mr. Collins says his OIIC group is 
planning an expanded program this 
year which will include furnishing 
schools with supplementary textbooks 
explaining the chemistry of oil and 
will provide films on the oil industry. 

Members of the area committee 
are (with the activities they will head): 

Fred Grossman, Lorraine Oil Co., 
Oil Progress Week. 

Hugh Wagner, Shell Oil Co., speak- 
ers and films. 

Harold P. Sheldon, Ohio Oil Co., 
farm program. 

Forrest D. Miller, Gulf, publicity. 

Cloyce Grotty, Sun Oil Co., schools. 


a 

Joseph L. Seger, president of Inter- 
state Pipe Line Co., has been elected 
president of Yellowstone Pipe Line Co. 
The 537-mile Yellowstone line will ex- 
tend from Billings, Mont., to Spokane, 
Wash., and is expected to begin opera- 
tion in August with an initial capacity 
of 30,000 b/d. 


W. Alton Jones, board chairman of 
Cities Services Co., was one of a group 
of prominent businessmen and educa- 
tors invited to President Eisenhower’s 
“stag” dinner on Feb. 9. 





FEBRUARY 

National Tank Truck Carriers, Palmer House, 
Chicago, Ill., Feb. 22-24. 

Packaging Institute (petroleum packaging com- 
mittee), Houston, Texas, Feb. 23-24. 

Wisconsin Petroleum Assn., Hotel Schroeder, 
Milwaukee, Wis., Feb. 24-25. 


MARCH 


American Society for Testing Materials, spring 
meeting, Shoreham Hotel, Washington, D.C., 
Mar. 1-5. 

Oil Industry TBA Group, Western Division, 
3rd annual meeting, Olympic Hotel, Seattle, 
Wash., March 2. 

Secy. of Automotive Engineers (national pas- 
senger car, body and materials meetings), 
Statler Hotel, Detroit, Mich., Mar. 2-4. 

Texas Oil Jobbers Assn., annual convention, 
Baker Hotel, Dallas, Tex., Mar. 8-10. 

Oil Industry Information Committee, Shamrock 
Hotel, Houston, Texas, March 8-10. 

Illinois Petroleum Marketers Assn., 32nd An- 
nual Convention, Product and Equipment 
show, Sherman Hotel, Chicago, Illinois, 
March 16-17. 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing exposition, Deshler- 
Hilton Hotel, Columbus, Ohio, March 16-18. 

Connecticut Petroleum Assn., 4th annual ban- 
quet, Bond Hotel, Hartford, Conn., March 18. 

Oregon Heating Industries, 11th annual Pacific 
Coast Oil Heat Convention, Multnomah 
Hotel, Portland, Ore., March 19-21. 

North Texas Oil & Gas Assn., annual meeting, 
Kemp Hotel, Wichita Falls, Tex., March 27. 

Western Petroleum Refiners Assn., annua! 
meeting, Plaza Hotel, San Antonio, Tex., 
March 29-31. 


APRIL 

National Oil Jobbers Council, The Homestead, 
Hot Springs, Va., April 1-3. 

American Society of Labrication Engineers, 
Netherlands-Plaza, Cincinnati, Ohio, Apri! 


‘Assn. of Eastern Petroleum Credit Managers, 


annual meeting, Hotel Buffalo, 
N. Y., April 5-7. 

Oil Heat Institute of Washington, annual 

i Chinook Hotel, Yakima, Wash., 


Statler, 


National Petroleum Assn., 5ist semi-annual 
meeting, Hotel Cleveland, Cleveland, Ohio, 
April 14-16. 

Georgia Independent Oilmen’s Assn., annua! 
convention, Hotel Dempsey, Macon, Ga., 
April 22-23. 

Fuel Oil Distributors Assn. of New Jersey, an- 
nual convention, Berkeley-Carteret Hotel, 
Asbury Park, N. J., Apr. 28-30. 


MAY 


Oil Industry TBA Group, midwest section, 
Sheraton Hotel, Chicago, Ill., May 3-4. 

American Petroleum Institute, Lubrication 
Committee, Skytop Lodge, Skytop, Pa., May 
3-5. 


American Petroleum Institute, Safety & Fire 
Protection Committee, midyear meeting, 
Chase-Park Plaza, St. Louis, May 3-7. 

National Tank Truck Carriers, 6th annua! con- 
vention, Netherlands-Plaza, Cincinnati, Ohio, 
May 6-8. 

Empire State Petroleum Assn., Hotel Roose- 
velt, New York, May 9-11. 

Pennsylvania Petroleum Assn., spring conven- 
tion, Bedford Springs Hotel, Bedford, Penn., 
May 9-11. 

American Petroleum Institute, Division of Re- 
fining, midyear meeting, Rice Hotel, Hous- 
ton, May 10-13. 

Indiana Independent Petroleum Assn., French 
Lick Hotel, French Lick, Ind., May 12-13. 
Assn. of American Battery Manufacturers, 
White Sulphur Springs, W. Va., May 13-15. 
Interstate Oil Compact Commission, spring 
meeting, General Oglethorpe Hotel, Savan- 

nah, Ga., May 13-15. 

Oil Heat Institute of America, Ben Franklin 
Hotel, Philadelphia, May 17. 

American Petroleum Institute, Division of 
Marketing, midyear meeting, Cosmopolitan 
Hotel, Denver, Colo., May 17-19. 

North Carolina Oil Jobbers Assn., spring con- 
vention cruise on board the Queen of Ber- 
muda, sailing from Norfolk for Bermuda, 
May 23-28. 
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Dry, Accessible 


Hord-rolled Adjustment — Wide Range 


- Stainless Steel Liners 
Drives 
High Torque mae Heavy-duty, Stainless 


Stee! Ball Bearing 


‘ermanent 


Cast Alum. Alloy 
Body Members 


Self-lapping Ge 
vente Sea Outlet Port 
at Bottom Ports in Bottom of 

home ot ony Cylinders — Self Purging 






Yes, self-purging! It passes water 
and sediment. Outlet port is at 
bottom — no chance to accumulate 
foreign matter which causes wear. 


Or in SMITHway Service 
Station Pumps can you 
get this revolutionary new PM-2 S & 


Meter. Many other outstanding 
features. Get Bulletin 162 from 
nearest representative or write 
A. O. Smith Corporation, 5715 
SMITHway St., Los Angeles 22. 











FACTORIES: 5715 SMITHway STREET + LOS ANGELES 22, CALIFORNIA 
POST OFFICE BOX 500 + SUCCASUNNA, NEW JERSEY 


Offices: Atlanta, Chicago 7, Houston 20, Los Angeles 
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TEAR 22, New York 17. Canada: Toronto 12, Vancouver |! 
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International Division — Milwovkee 1, Wisconsin 








GASOLINE ENGINE 
SERVICE 


MS Prepare for 
MM | Spning Changeover 
NOW! 
ML 


SUN OFFERS YOU OILS TO MEET ALL 
NEW API SERVICE CLASSIFICATIONS 


For marketers who do not have blending equipment, 
DIESEL ENGINE Sun can supply a complete line of finished oils, SAE 
5W-20 through 50, to satisfy every operating require- 

SERVICE ment of gasoline and diesel engines. 





To compounders, base blending stocks are made avail- 


able for compounding their own motor oils to meet 
every API classification. 
| Available only in drums and bulk 


For more information, call or write the wholesale man- 
ager of the Sun office in any of the following cities: 
BOSTON * NEW YORK °¢ PHILADELPHIA « PITTSBURGH 


DETROIT *© CLEVELAND ¢ CHICAGO ¢« JACKSONVILLE 
DALLAS *« TORONTO 
SUN OIL COMPANY eunaverena s, pa. 





In Canada: Sun Oil Company Ltd., Toronto and Montreal 





